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of compressor! 
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... Hackney LP-Gas Cylinders can cut your dis- 
tribution costs and help you earn customer good 
will. That’s because famous Hackney Cylinders 
are: 


Lightweight and easy to handle on the loading plat- 
form and in the customer’s yard. 

Attractive in appearance, thanks to minimum seam 
area and streamlined heads. 


Protected against corrosion. Cylinders are thoroughly 
cleaned and descaled before being painted or gal- 
vanized. Sturdy, vented foot ring, welded around 
entire circumference. 


Tough and rugged—more than meet regulation re- 
quirements and your service needs. 


Write for full details on Hackney LP-Gas Cylin- 
ders. Capacities from 5 pounds to 420 pounds. 
And ask for a complimentary copy of our anni- 


versary booklet. 
The popular Hackney RC-100A 








LPG EQUIPMENT 


PARADE 
WITH 


Immediate pickup or delivery 
from stock 

Completely stocked 
warehouses 





@ Fast delivery on phone orders 
@ Quality products 


It's always best to follow the leader — and 
that’s especially true in the LPG equipment 
field because your profit depends on a 
fast, efficient service and completely stocked 
warehouses. Anco’s conveniently located 
warehouses provide dealers everywhere 
with the best products available — and the 
finest service. Yes, that’s why Anco leads 
the parade. 


ANCO’S “PIG” CYLINDER 


This versatile LPG cylinder 
with many uses on the 
farm or in town can be 
transported when filled — 
Farmers can take into the 
field for tractor refueling. 
The ideal unit for Motels, 
side road stands, restau- 
rants, light domestic loads, 
and other farm uses. Re- 
places four bottles. 
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THE HAGUE, NETHERLANDS 


‘You would oblige me very much if 
you could help me out with my prob- 
lem:—the design of a propane-air 
mixer of the venturi type. The mix- 
ture thus made is fed into the dis- 
tribution pipes of a town-gas system. 

Do other types of mixers for the 
above purpose exist? What is the 
most accepted type in the U. S.? 
The use of propane in this country 
is increasing fast but the “know- 
how” is still lacking. 

W.C.R. 


In this country we do use the venturi 
type of mixer and in addition use com- 
bustion controllers of various types for 
diluting propane with air to a constant 
heating valve mixture, and also use the 
standard flow ratio controllers wherein the 
air and gas are metered through orifice 
type meters and the ratio of air and gas 
controlled. 

The majority of this technical informa- 
tion and data is in the hands of individuals 
and companies who have developed equip- 
ment and specialize in this type of work. 
There is little printed matter regarding 
this type of work. 

The use of venturi mixers require that 
three conditions be kept under close con- 
trol. These are: 

1. The back pressure against which the 
mixing unit is discharging must be main- 
tained constant within close limits. 

The pressure of the propane vapor 
issuing from the nozzle into the throat of 
the mixer must also be maintained at a 
constant pressure. 

3. No throttling is permitted. The flow 
must be at a constant rate. 
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Variation in any of the three above items 
will then change the proportion of air in 
the mixture. There are several patented 
devices in this country which are used to 
maintain and control these factors. They 
are of both mechanical and electrical de- 
sign.—Ed. 

® 
WHITEHORSE, YUKON 


We often see articles in BUTANE- 
PROPANE News that answer the ques- 
tions that come up. 

Could you advise what would be a 
suitable hook-up for a large range 
having a capacity of 270,000 Btu’s 
when on full. We have only 100 !b. 
tanks and wonder if having four 
manifolded together we could vaporize 
enough for the demand of consump- 
tion in temperature of about 40° 
below zero. How would this work out? 

A.A.S. 


There are so many factors which affect 
the vaporization of P. gas within a 
cylinder or tank that it is nearly impossible 
to set forth any figures that will be con- 
sistent. Relative humidity, sunshine, shade, 
wind, load conditions, and other factors 
all affect the results. 

A heat transfer rate of two Btu per hour, 
per °F. temperature difference between the 
outside air and the liquid in the tank, per 
square foot of surface in contact with 
liquid, is generally accepted for continuous 
service under the most unfavorable con- 
ditions. 

It would appear from this that a cylinder 
would have little or no vaporizing capacity 
in cold weather when it was nearly empty. 
Experience has shown, however, that even 


43 


















































in very cold weather a cylinder can deliver 
at the rate of one lb. per hour until it is 
empty of liquid L. P. gas even when the 
demand is steady. 

When the demand is intermittent, as for 
water heaters, cooking and even space 
heating, the capacity of cylinders may be 
two to three lbs. per hour. 

The 270,000 Btu commercial cooking 
stove load is definitely intermittent and 
only for short periods will the entire load 
be full. In this case, three lbs. per cylinder 
per hour average should not be too high 
a rate, except possibly in the most extreme 
weather. So, 270,000 + (21,690 x 3) = 4.1 
or four service cylinders with four reserve 
cylinders is called for. In extreme weather 
it might be well to consider only two lbs. 
per cylinder in which case six cylinders 
in service and six in reserve would be 
required. 

Such rates are generally satisfactory for 
most parts of the northern United States 


‘and southern Canada but should not be 


considered definite. Only actual operating 
experience will tell you what is right. As 
pointed out at the start, conditions vary 
both as to weather and load factors. 
We also refer you to the Handbook 
Butane-Propane Gases, p. 136, and the 
table No. 5, p. 135, for additional informa- 
tion and discussion of this problem.—Ed. 


MICHIGAN 


I am interested in L. P. gas heating 
systems and would like to know if 
you know of one to fill the following 
need: I have to provide heat for use 
in a semi-truck with a 34 ft. wareman 
house insulated van which travels 
from a warm southern climate to 
below zero temperatures in the north, 
while carrying perishable greenhouse 
plants. A temperature of 70° has to 
be maintained at all times. 

Could you inform me as to whether 
L. P. gas would work when the truck 
was in motion and also as to the 
safety of its use in this instance? 


J.R.T. 


L. P. gas will work in suitable appli- 
ances for the service which you consider. 
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The van should be properly ventilated, 
especially if the heating unit is not vented. 

A pair of 5-gal. cylinders mounted out- 
side the body of the van on a secure 
bracket would probably provide adequate 
fuel for a trip. 

The Utilities Distributors, Inc., Thomp- 
son’s Point, Portland 2, Maine, build a 
heater unit which should be adaptable 
to your needs.—Ed 

oe 
CALIFORNIA 


When using a direct fired liquid 
vaporizer in connection with above 
ground storage, what is the best 
method of maintaining propane at a 
minimum of 50-lb. tank pressure at 
a temperature of 45° below zero? 
(The liquid vaporizer used is a recog- 
nized standard type unit located ap- 
proximately 20 ft. from the propane 


storage.) 
R.M.W.* 


We would recommend the use of a 
liquid pump of suitable size. This pump 
would need to be fitted with a relief valve 
set for 50 lbs. to by-pass that portion of 
the liquid which is not used back to the 
storage tank. 

It is also possible to charge the tank 
with natural gas under pressure or with 
some inert gas such as carbon dioxide or 
nitrogen to maintain the pressure. How- 
ever, it is possible to do this only when 
complete liquid withdrawal is used. It also 
presents problems when servicing the 
tank.—Ed. 





*Since the above letter was sent to us 
anonymously, we trust the enquirer will 
receive our reply by reading this issue. 
We prefer to have individuals include 
their names and addresses in letters 
so that we may answer their questions 
personally. We will not, however, use 
their names in our Letters department 
unless it is requested.—Ed. 


e 
NEBRASKA 


Could you give us any estimation 
on percentage loss by filling L. P. gas 
in tractor, truck or car by letting the 
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propane vapor fly to fill tank? Some 
of our customers claim it’s cheaper 
than to buy a pump. 


D.H. 


It is difficult to estimate the quantity of 
L. P. gas escaping in vapor form when 
filling a tractor tank or-other container 
by the “bleeding” method which you de- 
scribe. If the 10% fixed level gauge is 
used, the rate of discharge might amount 
to 90 cu. ft. (24%4 gal.) of gas per hour 
with the tank at 50-lb. pressure; but if 
some other outlet is used, it could be much 
more. 

In point of fuel cost only the above 
method might be less than the cost of a 
pump. However, if time, safety and other 
considerations are figured, it might prove 
that it is a tather expensive method.—Ed. 


e 
CONNECTICUT 


Kindly send us any available in- 
formation that you have which might 
aid us in giving the best possible 
service to our L. P. gas consumers. 

More definitely, what are the vari- 
ous methods used of giving credit for 
unused portion of gas used in cylinder 
at termination of service? Also, the 
methods used for 20 lb. cylinder set- 
ups—installations, sale and refund of 
cylinders, etc. 


Thank you for your courteous co- 
operation. 


B.S. 


The methods used for 20-lb. set-ups are 
much the same as for the 100-lb. size, 
where two are used. When only one is 
needed the demand is usually small and 
a very small regulator with small con- 
nector can be used with % tubing or pipe 
to the appliance. 

Regarding your other questions, we sug- 
gest you refer to our handy reference 
library on “Operating an LP-Gas Busi- 
ness.” Book No. 1 of this series, entitled, 
“Problems of Management” might be help- 
ful to you.—Ed. 
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GEORGIA 


Will appreciate any information 
you might have on the use of L. P. 
gas on the roofers kettle, used to melt 
asphalt tar. 


One of our customers is now using 
an Aeroil kettle, fired by kerosene 
and wants us to convert this unit. 


B.R.C. 


We do not have complete information 
available on the use of L. P. gas for heat- 
ing roofers’ kettles, although we know it 
is done. 

Care must be exercised in mounting the 
L. P. gas tank on a portable rig. It should 
be protected from heat of the flame and 
the kettle, and also the piping should be 
well supported, yet flexible enough to 
prevent leaks from developing. The tank 
should be securely mounted and well pro- 
tected against damage.—Ed. 


9 
PENNSYLVANIA 


We noticed in reading your Bu- 
TANE-PROPANE News for January 
under the heading of “Letters” that 
in your reply to H.L.F.R. that you 
state aluminum tubing is not per- 
mitted for L. P. gas service in this 
country. 

We notice that a good many gas 
stoves are put together with alumi- 
num tubing. 

Would appreciate hearing your 
views on this matter. 


R.E.T. 


We were not entirely explicit regarding 
the use of aluminum tubing in our reply 
to. “TLL. 

Paragraph B.7 (a) in National Board 
of Fire Underwriter Pamphlet 58, October, 
1950, p. 9, states: “Aluminum tubing shall 
not be used in exterior locations or where 
it is in contact with masonry or plaster 
walls or insulation.” 

This does not exclude the use of alumi- 
num tubing inside, but in many homes 
will limit its use—Ed. 
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FORECAST for the 1952-53 

winter season reports. there 
will be no shortages of liquefied pet- 
roleum products insofar as transpor- 
tation is concerned. That is the 
word from Richard Lamberton, De- 
fense Transport Administration, 
who addresssed the recent NGAA 
convention in Houston. 

While there may be some spot 
shortages for individual firms or 
local situations due to strikes, 
weather or other’ unpredictable 
sources, it is the government’s belief 
that in the overall picture there 
should be no back-up of petroleum 
products due to any lack of trans- 
portation. 

It is estimated that at the end of 
1951 there were about 80,000 general 
purpose tank cars and 12,708 LPG 
tank cars in service. Estimates 
have beeen made that 10,468 new 
ears for 1952 will be required to 
meet expanding needs, 2,800 of them 
for. LPG, of which 2,087 are now 
on order. 

As about 50% of all LPG produ- 
ction is transported by tank car, it 
is encouraging to hear that the tank 
car fleet available to the industry by 
the end of 1952 should be sufficient 
to transport more than 6.5 million 
bbl. of petroleum _ fuels' per 
month, which means _ production 
must reach 138.6 million bbl. in 
order to assure sufficient production 
to keep the pressure car fleet operat- 


JULY — 1952 


ing at peak capacity. Tank trucks, 
pipelines and barges must handle 
the rest. 

Although great strides have been 
made in LPG production in recent 
years, with perhaps a 20% increase 
in 1952, it does not follow that a 
proportionate increase in pressure 
type tank cars will be required if we 
consider the continuing advancement 
of distributor and consumer storage 
aimed at reducing the fluctuation 
between distributors’ summer-win- 
ter ratios. 

The development of underground 
storage will materially reduce the 
present unbalanced ratio by _per- 
mitting shipment of propane and 
butane during the summer and fall 
for stockpiling against winter de- 
mands. This would put a greater 
number of tank cars to work during 
slack periods and reduce any heavy 
demands for more tank cars to 
handle such demand when the pro- 
duct is not stockpiled in summer. 


months. 
F) 


Few of us in the butane-propane 
business expected the industry to 
grow so large so fast. This is the 
inescapable conclusion as the result 
of visiting dozens of bulk plants dur- 
ing a recent 7000-mile trip through 
the northwestern, north central, and 
central states by our editor. 

In relation to size, location, or 
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“layout,” most of the plants visited 
are operating under serious handi- 
zaps. In many cases, these drawbacks 
result in inefficiency, slowing down of 
operations, and undue expense. 

This is not surprising. In a young 
and growing industry, particularly 
one in which many individuals have 
pioneered with only a “borrowed 
truck, 30 days credit, and plenty of 
guts,” these are normal growing 
pains. Similar conditions may be 
found in any other industry in which 
pioneering could be done on a shoe- 
string basis. 

Most of these early operators 
started their businesses literally in 
“their own back yards.” Throughout 
most of their experience the need for 
capital to finance increased business 
has been more pressing than the need 
for enlarged and improved plant fa- 
cilities. But a condition like this can 
only go so far, and then the ability 
to serve additional customers bogs 
down due to congestion in the plant. 

What to do about these outgrown 
plants is becoming one of the serious 
problems of the industry. Most of the 
operators interviewed realized they 
needed to get out from under the 
“growing pains” effect of plant in- 
adequacy. They had plans in the 
making for improvements. These 
plans nearly always included the in- 
stallation of additional storage ca- 
pacity, which is a good idea in con- 
nection with the winter shortage 
situation, but may be very awkward 
if the plant is already short of space. 
The difficulties arising from conges- 
tion in a crowded plant increase much 
faster than the volume of business. 

In some of the plants visited, a 
major rearrangement of the facilities 
would reduce congestion. In others, 
the only practical solution is to move 
to larger quarters. In either case, the 
expense is considerable, a great deal 
of planning is required. 
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Impressively, long range planning 
is taking the place of temporary ex- 
pedients. Operators are arranging to 
develop permanent plants, hopeful 
they will be adequate for years to 
come. This is encouraging, particular- 
ly from the standpoint of plant safety. 
A relatively high percentage of the 
“Topsy-growth” plants have lacked 
many of the structural features which 
protect against accident hazards. 

To aid operators in developing bulk 
plants which are most useful for their 
particular service, we have prepared 
the article entitled “Planning the 
Dealer-Distributor Bulk Plant” which 
appears on Page 54 in this issue. 
This article was not “hatched behind 
a desk.” The material represents the 
ideas of many practical operators, 
who have contributed the fruits of 
their experience either directly to us, 
or indirectly through the major en- 
gineering firms which serve our in- 
dustry as consultants, designers and 
builders of bulk plants. 

On behalf of our readers, we wish 
to thank these operators, and the 
firms of Parkhill-Wade, Pacific Gas 
Corporation, H. Emerson Thomas and 
Associates, Inc., and Drake and Town- 
send, Ince. 

This article, is the first of a series 
which will be devoted to the planning, 
installation, and equipment of bulk 
plants for the use of dealer-distribu- 
tors, consumers, service stations, in- 
dustries, and utilities, 


Ani. 
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AVE you wondered about the 

salability of used _ tractors 
equipped for propane? One of the 
oldest Minneapolis-Moline dealers in 
Kansas says it is harder to get the 
owners to trade them in, but they are 
easier to sell after they reach the 
used tractor lot. Incidentally, two- 
thirds of this dealer’s new tractor 
sales are propane equipped at the 
factory. 


We saw some mighty pretty kitchen 
ranges in the exhibits at the LPGA 
convention. Also picked up a sugges- 
tion for next year’s improvement of 
the glass door oven models — add 
venetian blinds, so the shy housewife 
need no longer be embarrassed when 
she cooks a rump roast. 


An estimated 60% of the one-story 
houses put up last year were built 
without basements—in a year when 
the proportion of single-story houses 
over two-story dwellings was the 
greatest ever. 

Housing experts sound a warning 
to families who live in basementless 
homes. They say the “crawl space” 
—the open area underneath the 
house between the ground and floor 
—should be kept carefully dry, either 
by surfacing the bare earth with 
waterproof concrete, covering it with 
55-lb. roll roofing, lapped three 
inches, or by some other method 
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that will shut off the water vapor 
that rises from damp earth. 

If allowed to rise unchecked, say 
authorities, this unseen water vapor 
can penetrate the structure of the 
house—causing timbers to rot, paint 
to blister and peel and doing other 
damage to the building. It could also 
be one of the factors producing the 
troublesome “sweating” of walls in 
gas heated houses. 

° 

Salesmanship is only as good as the 

showmanship with which it is done. 
e) 

Hydroflame Gas Co., Austin, Minn., 
recently teamed up with the local Reo 
dealer on a one-day showing of the 
new Reo truck with factory installed 
propane equipment. Tony Palich, Hy- 
droflame manager, apparently did a 
good selling job, because the show was 
held at his plant, where people com- 
ing to see the truck would have a 
chance to see other L. P. gas equip- 
ment. Not a bad idea. The new Reo 
trucks, and the factory-equipped In- 
ternational propane-burning trucks, 
are gradually appearing at agencies 
all over the country, and -no doubt 
many other dealers can make similar 
arrangements. 

Trucks are excellent as builders of 
steady year-round loads. Tractors 
have an even greater usefulness for 
dealers, as their fuel consumption 
comes during the off-peak season, and 
tends to balance the seasonal load. 
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International Harvester Farm Equip- 
ment division is bringing out a new 
Farmall-M, factory-equipped for pro- 
pane, which will be turning up on 
agency floors in the near future. 

It has not been advertised, as it will 
take time to supply the thousands of 
IHC dealers with floor samples and 
get ready to make deliveries. Why 
not keep in touch with your local 
Harvester dealer, and arrange to 
show his new demonstrator to your 
customers and prospective customers 
at your place of business, as soon 
as it is available? The tractor dealer 
should be eager to cooperate, as there 
is no other way open to him to show 
his new model so soon to so many 
prospective customers who are 
already provided with storage 
facilities for LPG fuel. 


An interesting comment about the 
future demand for gas_ recently 
turned up from a stable where this in- 
dustry rarely keeps its best horses. 
“Household use of natural gas is 
likely to more than double in the next 
25 years” was the statement, and it 
came from Dr. John Foster ad- 
dressing the American Chemical 
Society’s gas and fuel chemistry divi- 
sion. 

Now Dr. Foster collects his pay 
check from the Fuels Division of 
Battelle Memorial Institute, which is 
not particularly partial to gas, being 
chiefly supported by the bituminous 
coal industry. The speaker went on 
to report that the demand for gas 
is far from satisfied and that the 
utilities are faced, with mixed feel- 
ings, with the problem of satisfying 
this demand. Welcome aboard, Dr. 
Foster. 

@ 


A good portion of LPG’s future 
business, both in fuel load and ap- 
pliance sales, is naturally very closely 
allied with housing’s future. When- 
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ever construction of new homes in- 
creases, our industry naturally pros- 
pers. Welcome news is the recent 
government edict lowering down pay- 
ment requirements for homes in all 
price brackets. The result should be 
another million-new-homes year for 
1952. 

Home building activity last year 
turned out pretty good by most any 
comparison, exceeding one million 
dwelling units, more than in any 
year except 1950, and 28% above the 
target of 850,000 units set early in 
1951. With housing demand continu- 
ing strong this year, particularly in 
the $7-$12,000 bracket, the outlook is 
very good for more LPG fuel and 
appliance customers for you when 
they move into these million-plus 
homes. A ready made market for 
nearly every dealer to go after. 


Spectacular gains in the nation’s 
proved reserves of liquid petroleum 
and natural gas chalked up in 1951 
should lessen the fears about short- 
ages and our country’s internal 
strength and security in time of war. 
Liquid petroleum reserves increased 
2.7 billion bbl. to 32.2 billion bbl., the 
greatest one year addition in history, 
and natural gas reserves went from 
185.6 trillion cu. ft. to 193.8 trillion 
cu. ft., a net hike of 8.2 trillion cu. ft. 

Of the 2.7 billion bbl. liquid pet- 
roleum reserves, 2.2 billion bbl. re- 
presented crude oil and 457 million 
bbl. represented natural gas liquids. 
Proved reserves of crude oil only are 
now at 27.5 billion bbl. and natural 
gas liquids at 4.7 billion bbl. The 
proved reserves apply only to those 
actually located and measured. There 
still exists vast untested acreage in 
the U.S. favorable to accumulation 


Cob Abell 
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Now You CAN Do Something About 
“that off-neak” LP-Gas Business! 


INSTALL PORTABLE (272s “PONIES” 


... Make it EASY and CONVENIENT for Your 
Customers to BUY and USE LP-Gas! 





Here are the facts about Nor-Tex “PONIES”: 
1. They're boosting LP-Gas summer sales! 
2. They're balancing winter and summer fuel 
loads! 3. They're boosting winter quotas! 


It's easy to see how several Nor-Tex “PONIES” 
(strategically placed for good distribution) can 
substantially boost year ‘round sales and quotas 
for you! Operate them yourself or arrange with 
highway service stations to dispense LP-Gas for 
you. Provide these LP-Gas “PONIES” for the 
convenience of. your local customers and the 
ever-increasing demands of trucks and buses 
already using this superior motor fuel. 


Be sure to continue to explain the advantages 
of conversions while making your regular route 
deliveries. The Nor-Tex portable “PONY” can 
be easily placed on farms and ranches and in 


BALANCE 
The 4 Point 
Nor-Tex Way 


oo 


Write, 
Wire or 
Phone Us 


truck terminals. You can place them “on-the-job” 
for contractors and utility companies. Nor-Tex 
“PONIES” are available in various sizes to pro- 
vide adequate LP-Gas for any user. Providing 
better more convenient service for your resident, 
commercial and transient customers (and selling 
new ones) balances your winter and summer 
loads and pays big dividends. 


The Nor-Tex “PONY” is designed and built by 
men with years of bulk plant experience... 
men who are thoroughly familiar with the 
actual filling of fuel tanks, bottles, etc. Each 
“PONY” is carefully tested and checked to 
assure efficient, trouble-free service and com- 
plete safety in dispensing LP-Gas. Meets all re- 
quirements—U69—W250 Codes. Sizes: 500WG, 
700WG, 890WG and 1025WG. Your choice of 


pumps and accessories. 
x 


North Texas Tank Co. 


P.O. Box 519 © Denton, Texas 


Phone Central 5416 


Manufacturers of Fine LP-Gas Equipment 
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Introduction to the Series 





Winton Automatic 

Gas Co., Beaumont, 

Tex., has plenty of 

room to operate, and 
to expand. 





Tae home base of liquefied petroleum gas distribution is 
the modern bulk plant whether it be a dealer, distributor, 
consumer, town or standby plant. More of the functions 
performed in handling LPG occur at the bulk plant and 
today more new bulk plants are being planned or built— 
and more old bulk plants are being revised and enlarged— 
than at any time in the industry's history. 

These bulk plants can seldom be built along standard- 
ized lines. They must generally be ‘‘tailor made.’’ What to 
do about planning changes in outgrown plants or designing 
proper facilities for new ones is becoming a major industry 
problem. To assist operators in developing bulk plants that 
will function adequately for them, Butane-Propane News 
starts with this issue a series of 10 articles dealing 
realistically with the important subject of ‘‘Planning The 
Bulk Plant."’ 
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Planning the 


SURE way to start an argu- 
A ment among a group of 

butane-propane dealers is to 
ask them how a bulk plant should 
be built. This is a healthy symptom, 
because it indicates that most of 
them are thinking their way 
through their own versions of a 
problem which prevails quite gen- 
erally throughout the industry. 
Almost every dealer that you meet 
either has a new plant of which 
he is proud, or is planning a new 
plant of which he expects to be 
proud. Or at least he is contem- 
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Distributor-Dealer Bulk Plant 





Part 1 
Bulk Plant 


Series 








plating major.changes in his pres- 
ent plant. 

The differences of opinion on 
plant design arise largely because 
the thinking of each operator 
is colored by his own personal 
experiences, and his knowledge of 
his own needs. No two operators 
have been through the same exper- 
iences in the same way. Universal- 
ly, they are looking for information 
that will enable them to develop the 
plant that will come as close as pos- 


By CARL ABELL 
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PLANNING THE D:STRIBUTOR - DEALER 
BULK PLANT—Part |! 
Size, location, arrangement. 


PLANNING THE DISTRIBUTOR - DEALER 
BULK PLANT—Part II 
Fuel transfer facilities—piping, val- 
ves, hose. 


PLANNING THE DISTRIBUTOR - DEALER 
BULK PLANT—Part III 
Fuel transfer facilities—pumps and 
compressors. 


PLANNING THE DISTRIBUTOR - DEALER 
BULK PLANT—Part IV 
Bottling Facilities—location, design, 
arrangement of house and _ platform. 


PLANNING THE CONSUMER BULK PLANT 
Industrial, commercial, agricultural 
installations. 


PLANNING THE SERVICE STATION BULK 
PLANT 
Regulations and safety precautions— 
storage and dispensing equipment. 


THE PIPED TOWN PLANT 
Equipment for vaporizing, regulating, 
measuring. 


PLANNING THE 

PLANT 
Requirements and equipment for re- 
serve and “peak shaving” applications. 


THE PEAK-LOAD STANDBY PLANT 
Matching the Btu of the utility gas— 
methods and equipment for automatic 
control to meet fluctuating require- 
ments. 


INDUSTRIAL STANDBY 


PLANNING SAFETY IN THE BULK PLANT 
Safety and protection—fencing and 








gates, collision guards, fire protection. 





sible to fulfilling their own par- 
ticular needs. 

Because the layout and arrange- 
ment of the bulk plant has a vital 
effect on its operating efficiency 
and profit, the best ideas that we 
could assemble are presented in the 
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material that follows. These ideas 
are not our own. For the most part 
they are so widely and successfully 
used that they may be accepted as 
rules and principles. 


Most of the older plants today 
are inadequate in one respect or an- 
other. Sometimes they are just 
poorly arranged, because the oper- 
ators could not foresee require- 
ments which were forced on them 
by changes in the industry. More 
than occasionally, the spread of 
population has crowded in on exist- 
ing plants, imposing handicaps 
which should be removed. Most 
frequently the old plant is simply 
too small for the present through- 
put. Neither efficient plant opera- 
tion nor the safe handling of in- 
flammable fluids can be properly 
carried on in limited space. 

There is a bulk plant in a grow- 
ing town in the Midwest which 
illustrates all the drawbacks of in- 
adequate space. The plant is on a 
city lot which was, at the time it 
was built, in the isolated location at 
the extreme edge of town. Rerout- 
ing of the highway brought heavy 
traffic past the plant and resulted 
in the rapid development of busi- 
ness and residential areas adjoining 
the property. 

Growth in population and aggres- 
sive merchandising policies of the 
management quadrupled the volume 
of business, necessitating the stor- 
age of consumer tanks and other 
necessary items all over the lot. 
Only one driveway could be kept 
clear, but this does not go all the 
way through the property. With 
transports bringing in supplies of 
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This liquefied petroleum 
, 

gas DUIk plant was. de 

signed for safe and con 


venient operatior 


fuel every day, it is necessary to 
back the truck and trailer into the 
driveway. This is in itself, a major 


safety hazard. Bulk trucks cannot 
be loaded while the transport is dis- 


charging its cargo, so company 
equipment and. drivers are fre- 
quently idle while they wait for the 
transport to get out of the way. 

One morning this plant’s next 
door neighbor burned some trash. 
Apparently the fire had gone out by 
the time the driver started to load 
the bulk truck. When the hose con- 
nection was broken the breeze car- 
ried the escaping gas to the embers 
of the fire and an open air explos- 
ion of some violence occurred. This 
illustrates in one instance most of 
the disadvantages of having a bulk 
plant of insufficient size located too 
close to a populated area. 
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Provide Ample Space 


Efficiency and safety will both 
be promoted if plenty of room is 
provided to store everything re- 
quired by a growing L.P.G. busi- 
ness and still leave plenty of open 
space for driveways, for the park- 
ing of vehicles, and for unforeseen 
future developments. A small oper- 
ation needs at least one acre, pref- 
erably square, while larger oper- 
ations should have correspondingly 
larger ground space. The property 
should have ample width as well as 
breadth. A narrow lot is simply too 
small in one direction. 

In selecting a site for a bulk 
plant there are many other import- 
ant considerations. It is never a 
good policy to store any large quan- 
tity of inflammable liquid close to 
a densely inhabited area, so the 
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plant should be located where there 
is little possibility of having a sub- 
division on the next tract. 

If shipments are to be received 
by rail instead of by truck trans- 
port, it is necessary to provide the 
plant with spur track facilities. For 
safety reasons this spur track 
should be at least 50 ft. from any 
other track on which trains pass 
during the unloading operation. 

From the standpoint of advertis- 
ing value it helps if the lot fronts 
on a major highway; in fact, if fuel 
will be received only by truck trans- 
port, a good highway location 
should be of primary importance. 
Bulk storage tanks have excellent 
billboard value and increasing num- 
bers of operators are using the 
tanks to advertise their business. 
It promotes both sales and safety 
to illuminate these tanks at night, 
and it will pay to select the loca- 
tion and tank positions on the prop- 
erty with this in mind. 

Allow for Drainage 

The property should slope enough 
to provide natural drainage, and it 
should be free from bogs and wet 
spots. How serious undesired seep- 
age can become is shown by the ex- 
perience of one of the largest plant 
operators in Minnesota. The com- 
pany did not know, when the plant 
was installed, that during spring 
thaws the run-off from melting 
snow would create a bog over most 
of the plant area. 

To keep trucks moving through 
the plant it became necessary to fill 
the driveways with gravel to the 
depth of 16 in. During a period of 
several weeks each spring no 
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wheeled vehicles can navigate be- 
yond the limits of this graveled 
driveway. This major handicap 
could have been avoided, had the 
condition been known in advance, 
and a site selected with proper 
drainage. 


Consider Wind Direction 


In most localities the wind comes 
from one direction most of the 
year. The plant should be laid out 
with this in mind, and storage 
tanks placed where any fuel escap- 
ing from a relief valve or lost when 
bleeding a hose will be blown across 
the company property for a consid- 
erable distance, thus allowing suf- 
ficient dispersion into the atmos- 
phere to eliminate the hazard of 
fire or explosion when the vapor 
finally finds access to sources of 
ignition outside the company prop- 
erty. 

Since weather conditions will 


‘sometimes cause a wind to come 


from a different direction, storage 
tanks should be located a suitable 
distance from the property line but 
on the side toward the direction of 
the prevailing wind. Most designers 
prefer to locate the storage tanks 
where as much of the piping as pos- 
sible may be installed above ground 
and in such a location that it does 
not interfere with traffic through 
the plant. 

Since most operators expect their 
volume of business to increase, the 
location for additional storage 
tanks should be planned in the orig- 
inal design. Considerable trouble 
and money will be saved if the orig- 
inal manifolding is designed with 
future enlargement in mind. It is 
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then possible to build the manifold 
with blind flanges (blanked-off 
flanged ends) to which future 
piping may be connected in the 
simplest possible manner and with 
minimum interference with plant 
operations. 

Buried piping should be avoided 
wherever possible. Underground 
piping is subject to corrosion, 
which will eventually result in 
leaks. These are difficult and ex- 
pensive to detect and correct. With 
the piping aboveground, corrosion 
can be eliminated by keeping the 
pipes painted. Any leaks which de- 
velop can be quickly detected and 
corrections made at minimum ex- 
pense. There is an increasing tend- 
ency to paint the liquid and vapor 
lines in separate and distinctive 
colors. This simplifies plant opera- 
tions and helps to prevent mistakes. 
It is almost standard practice at 
refineries to paint liquid lines red 
and vapor lines green. There would 
be considerable advantage in ex- 
tending this practice throughout 
the L. P. gas industry. At least one 
of the largest engineering firms 
making bulk plant installations fol- 
lows this system. 

After the best location has been 
selected for the storage tanks it is 
possible to arrange the other re- 
lated structures, such as the bot- 





tling house, pump and compressor 
house, and bulk truck loading rack, 
to provide for uninterrupted flow 
of vehicle traffic through the plant. 
Vehicle delays are costly. A bulk 
truck on the route brings revenue 
measured in dollars per hour. There 
should be no other vehicles in te 
way when the bulk truck comes in 
to be filled. 

The driveways should be ar- 
ranged so any incoming truck 
transport outfits or bulk trucks 
may move into their assigned spots 
in the forward direction only. None 
of these vehicles should ever have 
to back up where there is a pos- 
sibility of striking pipes, valves or 
other equipment containing L. P. 
gas under pressure. 

NBFU Pamphlet 58 specifies 
there shall be at least two gates in 
the bulk plant fence. While this 
may be, and frequently is, inter- 
preted to allow one vehicle gate and 
one pedestrian gate, it is a much 
better and safer practice to install 
two vehicle gates, providing for 
both entrance and exit ends of a 
driveway looping through the plant. 

Unloading time on transports is 
generally between one to two hours. 
Unloading rail cars requires con- 
siderably longer. In order to load 
and dispatch bulk trucks while in- 








With everything out in the open, and nothing crowded, the English 
Butane Corp. plant in Tucson, Ariz., would delight the heart of the 
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The plant of Mutual Liquid Gas & Equipment Co., Inc., Inglewood, Cal., is 





exceptionally well protected against operational hazards. Note crash posts, man- 
proof fence, piping designed to allow expansion and contraction, liquid and vapor 
lines identified by different colors. 


coming fuel is being unloaded, 
there should be a separate pump 
for the bulk truck loading rack. 
This loading rack should be located 
where the truck may reach it with 
minimum delay. The cylinder-fill- 
ing house should be readily acces- 
sible for trucking, and no truck 
loading or discharging cylinders 
should ever be in the way of other 
traffic through the plant. 
Make Outline Layout of Plant 

In planning the location of these 
and other units it will be decidedly 
helpful to lay out the outline of the 
property, to scale, on a large sheet 
of drawing paper. Light parallel 
lines indicating 10 ft. intervals in 
two directions will help to visualize 
distances. Cardboard cutouts may 
then be made, also to scale, to rep- 
resent the areas of the storage 
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tanks, cylinder house, bulk loading 
rack, etc. Other cards should be cut 
to represent the standard vehicles 
which are expected to be in use in 
the plant. (This method is standard 
procedure in designing manufac- 
turing plants, and in re-arranging 
machinery to accommodate changes 
in production). 

Then by the process of experi- 
mentation, in which buildings are 
moved to various sites, and traffic 
movement through the plant is dup- 
licated, the designer may work out 
the best possible location for each 
plant unit, determine the location 
of driveways and gates, and coord- 
inate the plant design for the best 
utilization of available space. 

Bearing in mind that it is desir- 
able to keep piping above ground, it 
would be best to locate all operating 
units connected by pipes on one side 
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of the driveway. Where it becomes 
necessary to run piping across a 
driveway for the cylinder-filling 
house or the bulk truck loading 
rack, the construction of a culvert 
to eliminate burial in the soil 
should be considered, as this will 
permit protection of the pipes from 
corrosion, and will make repairs 
more economical in case leaks ever 
develop. : 

Wherever it becomes necessary 
to bury the piping, all joints should 
be welded instead of threaded, and 
the pipe should be coated and 
wrapped to protect it against cor- 
rosion. 

Provision should be made so any 
plant operation requiring the use 
of either a compressor or a pump 
may go on simultaneously with any 
other operation. It might be desir- 
able to unload a tank car or a trans- 
port while one is filling cylinders 
and loading bulk trucks. A compres- 
sor will handle the unloading. One 
large pump can be used to handle 
cylinder filling and bulk truck load- 
ing, but this is likely to be more ex- 
pensive than the use of two smaller 
pumps, each matching the through- 
put requirements of its own de- 
partment. 


Service Stations Are Popular 

There is an increasing tendency 
toward the operation of truck ser- 
vice station dispensing facilities in 
connection with bulk storage plants. 
The growing demand for highway 
fuel will make this matter even 
more important in the future. As 
Pamphlet 58 is generally interpret- 
ed, the truck fuel dispenser should 
be so located that the truck being 
serviced is 25 ft. or more away 
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from the highway or from the traf- 
fic lanes within the plant, and from 
the nearest property line. 
Insurance companies are partic- 
ular about the structural details of 
all bulk storage plants. Their con- 
cern extends not only to the units 
which are installed in the plant, but 
also to the materials and methods 
used in their interconnection, and 
in the spacing in relation to each 
other and to adjoining property. 
Their requirements are clearly stat- 
ed in Pamphlet 58, which should be 
followed without exception. 


Important Items Listed 

Items of particular importance 
which are frequently overlooked by 
those who have not had engineering 
training are the following: 

(1) “Cast iron pipe fittings are 
prohibited” in any piping which 
may carry liquefied petroleum gas. 

(2) “Piping shall be well sup- 
ported and protected against mech- 
anical injury.” (Wooden or other 
supports which will burn, do not 
comply with this regulation.) 

(3) “Provision shall be made for 
expansion, contraction, jarring and 
vibration, and for settling. This 
may be accomplished by flexible 
connections.” 

(This may be done by designing 
the piping with “doglegs” suffi- 
ciently long to absorb the antici- 
pated movement, or by the use of 
flexible metal tubing. In either case 
the joints should be welded, as 
threaded joints subject to move- 
ment will develop leaks.) 

If an office and appliance show- 
room are built in connection with 
the plant, they should be located as 
far as possible from the fuel stor- 
41 
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The Bottled Gas Corp. of Virginia, at Richmond, has a good highway location, 
on a spur track, on the edge of an uncrowded industrial district with plenty of 
space for plant facilities. 


age tanks. An active appliance de- 
partment will require warehouse 
and service facilities which should 
be adjacent to the display room in 
order that minimum time may be 
lost in transferring equipment be- 
tween storage, service, and display 
space. Provision should be made in 
the service shop for adequate stor- 
age of parts and supplies which are 
required for installation of appli- 
ances. 

A good location for the shelter 
and service shop for vehicles is in 
a line continuous with the appli- 
ance warehouse and service depart- 
ment. These buildings require 
plumbing and other utilities, the 
installation of which is simplified 
and the cost reduced if the build- 
ings are located in a compact group. 
The construction and spacing re- 
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quirements for these buildings are 
generally covered in the local build- 
ing codes. 

Common sense would require 
adequate provision of fire protec- 
tion and particularly of shielded 
fire doors between the different 
rooms, even though it might be 
permissible to house all these de- 
partments in a single building. 

Storage space should be provided 
for consumer bulk tanks of the var- 
ious sizes that will be required. 
This should be planned with due 
consideration for the present trend 
toward more and larger consumer 
tanks. If shipments of these tanks 
will be received by rail freight, 
consideration should be given to the 
construction of a suitable unload- 
ing space on the spur track which 
is provided for the unloading of 
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_ A proper bulk plant should: 


® Have plenty of space 
Be located away from dense popula- 
tions 
Provide spur track facilities 
Front on a major highway 
Have property drainage 
Avoid buried piping 
Plan for additional tanks 
Identify piping by paint colors 
Provide easy traffic flow 
Have adequate fencing & vehicle gates 
Allow simult loading & filling 
Provide adequate safety measures 
Have fire protection system 
Give service station facilities 
Possibly include appliance showroom 
and office, 
Shelter & service shop for vehicles, 
and warehouse 
Protect equipment with crash posts 
Provide light fixtures 
Have paved driveways & roads. 
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fuel tank cars. This must be at a 
safe distance from the fuel unload- 
ing rack, and special precautions 
should be observed to prevent pos- 
sible collision with fuel cars when 
the latter are connected to the un- 
loading lines. 


Protect Plant With Fencing 


The plant should be protected by 
proper and adequate fencing to 
keep unauthorized persons out of 
the premises when the plant is 
closed. In case some emergency 
should make it necessary to get 
employes or vehicles out of the 
plant in a hurry, the gates should 
be designed so they will not delay 
the evacuation. 

For pedestrian gates, the stand- 
ard 4 ft. “escape gate” which is 
almost universally used in re- 
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fineries is recommended. These 
gates swing outward at a touch on 
the latch. For the vehicle exit, a 
sliding gate will be used. The slide 
should be on the outside of the 
fence, and the gate so designed 
that it will be knocked off the track 
by an escaping truck. 

No matter how carefully the 
plant layout is designed, sooner or 
later someone is going to try to 
drive a truck too close to vital 
equipment such as the dispensing 
pump or the storage tank manifold- 
ing. To prevent such occurrance all 
these units should be protected by 
substantial crash posts. These are 
generally made of railroad rails, or 
of either 4 or 6-in. pipe set in heavy 
concrete foundations and filled 
with cement. These should be spac- 
ed closely enough that no truck or 
other vehicle can pass between any 
two adjacent posts. 

All driveways and spaces in 
which parking or traffic are likely 
to occur should be paved, prefer- 
ably with oil-bound material. This 
will pay large dividends through 
future years, by holding down dust, 
and by preventing the formation of 
ruts, chuck holes, and bogs during 
wet weather. 

Light standards: should be pro- 
vided so that emergency night op- 
erations in the plant will be pos- 
sible for unloading or loading fuel. 


Be sure to read Part II of the bulk 
plant series in the August issue and 
succeeding chapters of the series in 
coming months. Part II deals with 
fuel transfer facilities, piping, valves, 
hose etc. For future reference, it is 
suggested the reader clip and save 
each article as it appears.—Editor. 
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Aspirin for the 


Used 


Appliance Headache 


The appliance business is like the automobile busi- 
ness for Bill May's Maco Gas Co. of Lodi, Calif. 


between the operation of a 

new car agency, and the op- 
eration of the 
appliance de- 
partment of a 
butane-propane 
dealer. Both 
lines present the 
same merchan- 
dising problems 
—display, selec- 
tion of new 
equipment for 
stock, time sales, 
service after the 
sale, trade-ins, 
sale of used 
units, and how 
to get customers into the store. 


é & HERE is a surprising parallel 


WM. B. MAY 





Many butane-propane dealers 
who also sell appliances do not 
wholeheartedly welcome the used 
ranges and other appliances which 
their customers want to trade in on 
new equipment. Some dealers have 
even less enthusiasm than that— 
they. ask their customers to sell 
their own trade-in units and bring 
in the cash. This latter can be done, 
but it is not the easiest way to 
build a gas business under heavy 
competition. 

Bill May, president of Maco Gas 
Co., of Lodi, Calif., has taken a 
lesson from the automobile busi- 
ness, and has found that it pays off. 

The Maco system is based on the 
reasoning that there is a ready 
market for good used appliances 


Used appliances are given every attention possible to make them serviceable and 
salable, then they are attractively displayed, shown on left. The new appliance display 
room is light, attractive, and uncrowded, shown on right. 
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The repair and service department is equipped for “complete overhaul" of all standard 
makes of appliances. 


among people who can not afford 
new units. These people must cook, 
heat water, keep their homes warm. 
No matter where they buy the used 
stove or other utilization equip- 
ment, they are going to buy gas— 
or electricity. 

Maco wants to sell that gas, and 
wants to head off the use of elec- 
tricity for jobs that gas will do bet- 
ter. And some day many of these 
same customers will be able to buy 
new appliances. When that time 
comes, Maco wants to sell them. 

There is a theory—proved in the 
automobile business—that the best 
way to pre-condition a prospective 
customer in favor of the firm and 
its wares is to have him on the 
books as a previously “satisfied 
customer.” Is there any difference 
between the above analysis and the 
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reasoning which has put an agres- 
sive used car department in every 
outstandingly successful new car 
agency? Bill May says they both 
fall in the same groove. 

After accepting the conclusion 
that the used appliance department 
is an indispensable part of the op- 
eration, the next step is to organize 
it on the same basis that has proved 
best in automobile merchandising. 
The company’s reputation—which 
actually means future business— 
is at stake, so these used appliances, 
when sold, must at least perform 
satisfactorily, and if possible, must 
create enthusiasm in their new 
owners. 

Quite a problem? 

Nothing new at all! When prop- 
erly reconditioned they will not 
only look good, but they will also 
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perform exactly as well as they did 
when they were new. 

The car dealer does not put a two 
year old car up for sale with 
scratches all over the fenders, cig- 
arette holes in the upholstery, 
40,000 miles accumulation of grease 
on the engine, a worn out carbu- 
retor, and worn piston rings and 
spark plugs. It was an old wreck to 
the man who traded it in, but it 
must be a new car to the buyer— 
it must look right, run right, and 
give a reasonable approximation of 
new car service. 

The woman who buys the used 
range feels exactly the same way 
about her purchase. If it does not 
give satisfaction, she can, and pos- 
sibl will, take her gas business to 
a competitor. And was there ever a 
man who bought a used car, or a 
woman who bought a used range, 
who did not do so with suspicion 
in his or her mind? Perhaps this 
is one of those “lemons” that they 
have always heard about. The deal- 
er had better see that it is not. 
Fortunately, in the appliance busi- 
ness this problem is much simpler 
than in the automobile business. 





The merchandise has fewer parts 
to wear out and gas assemblies to 
go wrong. 

The Maco operation includes a 
service shop in which all used ap- 
pliances are cleaned and recondi- 
tioned thoroughly. Nobody has the 
time to get down into the cracks 
and angles of Mrs. Jones’ old stove, 
and dig out all the kitchen grease 
that has been accumulating for 
years. Hard labor is too costly. But 
modern methods make that un- 
necessary. 

In one corner of the shop is a 
cleaning vat, just like the one in 
a large automobile reconstruction 
shop. It measures 6 ft. long, 3 ft. 
wide, and 4 ft. deep, and holds 400 
gal. of liquid, into which has 
been put 200 lbs. of Turco type-X 
cleaning compound. 

Under the vat is a big gas burner 
—the solution works twice as fast 
when it is hot. Mrs. Jones’ old stove 
is stripped of aluminum parts and 
insulation, and by means of a 
simple chain hoist it is lifted into 
the cleaning vat. Then the service 
man goes back to the bench to over- 
haul and test another job. After the 







Exterior view of part 

of the Mato plant 

with storage tank in 
foreground. 
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A used stove gets 
ready to take a bath 
in the special vat of 
heated cleaning com- 
pound. 


stove in the vat has “cooked” long 
enough—which depends on how 
poor a housekeeper Mrs. Jones was 
—it is lifted out and the cleaning 
solution and remains of the soaked 
up dirt are hosed off. The concrete 
floor slopes to a drain, so the me- 
chanic can be liberal with the 
water, and really wash the stove 
down. 

After the stove has had time to 
dry in the air, it is moved to the 
bench on a hand truck and recon- 
struction begins. Anything that 
has been badly damaged or has be- 
come worn enough to affect the 
operation of the stove is replaced, 
particular attention being paid to 
the thermostats, orifices and the 
burner adjustments. Every burner 
is tested and regulated, so when it 
goes to the customer’s home, it will 
be operating perfectly. The final 


step is to touch up any spots where 


the finish may have been damaged, 
and to paint all parts which may 
show traces of rust before the ap- 
pliance is sold. 
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In order to make all these opera- 
tions possible without loss of time, 
the workbench is equipped with 
power tools, compressed air, water 
and gas, and the service parts de- 
partment is kept stocked with parts 
for all makes of appliances likely 
to be traded in. 

The average cost of recondition- 
ing a used appliance for sale is 
only $6.50—an impossible figure 
without modern equipment. 

The used appliance display room 
at Maco is next to the new appli- 
ance department. Display windows 
extend the full width of the room— 
30 ft. and the depth of the room is 
35 ft. It is just as well lighted, 
clean, and attractive as the new 
appliance display area.In these sur- 
roundings, and with the appliances 
“reconditioned and guaranteed,” 
their immaculate appearance makes 
possible for them to sell readily 
for from 10% to 20% more than 
they could possibly bring with the 
ordinary pre-sale preparation. The 
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company has found that their type 
of reconditioning reduces sales ef- 
fort, speeds up the turn-over, and 
makes satisfied customers. 

In the matter of getting pros- 
pective customers into the store to 
buy either used or new appliances, 
the problem is again a direct paral- 
lel to the automobile dealer’s. Maco 
runs classified ads in the local daily 
paper, selecting one or two good 
appliances to feature each day. 
They make frequent use of the 
“one day special” at an unusualy 
attractive price. By offering such 
a special in the “nearly new” class, 
at a substantial reduction, they at- 
tract a number of customers who 
are able to buy in the upper brack- 
et. Since the appliance on the 
special offer is generaly sold early 
in the day, the effort is made to 
interest the prospects who arrive 
late in the purchase of new appli- 
ances. This works in a good per- 
centage of cases and is not much 
different than in the automobile 
business. 

About once a month Maco runs 
a sizeable ad in the local weekly 
“Shopping News,” in which they 
list a good many of the used ap- 
pliances then in stock. These units 
must be sold out rapidly, as they 
are handled at a low margin, and 
the only way to make the depart- 
ment self-supporting is to keep the 
turnover high. And high volume 
has a very good effect on the gas 
business, the ultimate goal. 

The value of a method can only 
be measured by its results. Bill 
May and his staff regard their 
system of handling used appliance 
merchandising as one of the in- 
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dispensable features responsible 
for the growth of their business. 
Measured in those terms, the re- 
sults are impressive. 

The Maco Gas Co. was started 
in 19385 on Mr. May’s ranch at 
Acampo, when he saw the need 
for bottled gas in the rural area, 
which seemed to offer means of 
filling another need that sprang 
from low prices, inadequate farm 
production, and general business 
conditions. By 1939 the firm need- 
ed a business location, and was 
moved ‘to its present Lodi location. 
The present modern showroom, 
which houses the new and used ap- 
pliance departments, was added in 
1949. Here a good selection of 
standard brand appliances is car- 
ried. 

The business has grown until 
it now requires 25 employes, and 
has branches at Jackson and So- 
nora. Specialists on the staff in- 
clude two appliance mechanics in 
the shop, two truck service men 
who keep the fleet rolling, three 
outside sales and service men. 
Nineteen trucks are required — 
four 1200-gal. bulk trucks, four 
cylinder delivery trucks with 32 
bottle capacity, combination bulk 
and cylinder trucks, and nine serv- 
ice and pick-up units used in instal- 
lation, service, and sales work. 

Maco Gas Co. has a_ present 
storage capacity of 135,000 gal. at 
its three plants. Jointly with Pro- 
pane Truck Service, a separate 


_transportation company of which | 
Mr. May is also president, Maco ~ 
is now installing eight new 30,000-~ 
gal. storage tanks, to be ready to™ 


handle the coming winter load. 
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ground view of pipelines to underground storage 


Installation and Operation 






of Underground Storage 


PART Il 


There are three ways to go about 
installing underground storage: 
(1) Follow an example of someone 
that has succeeded. (2) Devise a 
means of your own. (3) Hire a con- 
sultant. 

There have been enough installa- 
tions made to provide now plenty 
of information, but, unfortunately, 
this information has not been cor- 
related and assembled as it should 
be, and erroneous reports have been 
circulated about the methods and 
sucess of different projects; so to 
follow the example of those who 
have installed them becomes a prob- 
lem and one that has to be watched 
in following, unless you can obtain 
a detailed report of an installation 
that is very similar as to locality, 
etc. 


on underground storage. Part I ap- 
peared in the June issue—Ed. 


j Here is Part II of the two-part article 

The second method, of devising a 
means of your own, will have some 
better advantages in that you may 
develop a better way than has al- 
ready been developed to install stor- 
age. Some of the companies have 
tried this by forming their own 
organization to do this work. They 
have installed storage but they as 
yet do not know what has been 
done, as the work is underground 
at the bottom of the hole, and they 
can’t see what has been done there. 
They have disregarded some of the 
basic principles that make under- 
ground storage workable in that 
you are simply making a bottle 


By G. H. BILLUE 
Security Underground Storage Co., 
Wichita Falls, Tex. 









down there that depends on the 
natural structural strength of the 
earth to retain those liquids so 
they may be recovered when you 
go back for them. Remember, a 
broken bottle is hard to mend. 

By the third means, hiring of a 
consultant, you are getting the ad- 
vantages of all the experience he 
and others have attained. 


LPG STORAGE WELL 
COMPLETION PROCEDURE 


WATER IN & OUT 
2a6. TO DISPLACE LPC 
meme 


wetipeedae 


LPG IN & OUT OF 
“STORAGE WELL 






4-1/2" TUBING 


7-5/8" CASING 
SET AT 630' 














‘T.0. 1209' 


LPG underground “savings bank” structure 

developed by Sunray Oil Corp. at their 

new Snyder gasoline plant in the West 
Texas basin. 
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The problems: 


(1) Location of proper strata. 

(2) Testing by core drilling, anal- 
ysis of strata. 

(3) Setting production string and 
drilling problems. 

(4) Setting of circulating string, 
and associated pipe. 

(5) Circulating procedure. 

(6) Testing of completed well. 

(7) Operating procedure. 

(8) Operating facilities. 

(9) Operating personnel. 

(10) Safety. 


1. The strata that lends itself to 
the storage problem are shales and 
salt formation, and detailed infor- 
mation is available on the most 
likely locations; detailing them fur- 
ther must be done from existing 
wells or from core drilling. This, in 
some instances, has been expensive. 


(2) After the location is decided 
upon, the next procedure is to core 
the section either through the con- 
templated hole or from a core hole 
drilled for this purpose. It is ad- 
visable to core the entire section 
and strive to acquire 100% core, 
if possible. 


Then it would be advisable to run 
an electric log in case the part not 
recovered was a sand stringer that 
might let the cat out of the bag. 
From the coring analysis, decisions 
can be made as to where to set pipe 
and how to complete the well. It 
may be advisable to pass through 
some of the strata and plug back 
some of it. This may means the dif- 
ference between success and failure 
later. 


(3) From the above, it is appar- 
ent that the setting of the produc- 
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tion string is important. In order 
to set it, a hole must be drilled to 
proper depth. Now, this isn’t easy, 
by any means, if the common oc- 
currence of lost circulation is en- 
countered. This condition is very 
common on the domes of the Gulf 
Coast and is encountered occasion- 
ally in the bedded sections. Of 
course, if this section is known, 
proper preventative measures can 
be taken or the section drilled with 
cable tools. 


Like Walking On Ice 


Lost circulation, however, at its 
best is bad. It is sort of like walk- 
ing on ice: it’s not the fall that 
hurts, it’s the landing. From the 
core analysis and the drilling re- 
sults, a decision is made where to 
set the production string, that is, 
as to whether to set it in the 
salt or a selected anhydrite strin- 
ger, or whether to set through some 
of the salt section. 

(4) The setting of the circulat- 
ing string is a very important 
item. Several strings have been set 
that have pumped off or whipped 
in two. We have checked those that 
had come unscrewed and checked 
others that had slipped off under 
the collar, indicating that the joint 
had held but that the whipping and 
whirling on the string had simply 
haywired it in two. 

We then began to think about an- 
choring the string to try to get 
away from this whipping and un- 
screwing. We have welded up the 
string as it was run and then had 
trouble and had to cut it out and 
rerun it. We have gone to heavy 
strings and set weight on the bot- 
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tom, which seems to be as good a 
way as any. 

(5) Circulating reverse or stan- 
dard does have a lot to do with the 
shape of the hole, and this is very 
important, especially in the bedded 
section. However, it is just as im- 
portant in the domes, if you set 
your pipe in the salt, because, be- 
fore you know it, you have washed 
back the pipe and have a trap that 
will give a lot of trouble later. 

(6) The testing of the well 
should be carried out as it is wash- 
ed because the well can start going 
bad at a slow rate and can be 
ruined before it is known, if the 
washing isn’t checked as you go 
along, and even then it can get 
away from you. If the standard 
hydraulic test is made, giving the 
solution time to become saturated, 
you can tell if your hole will be a 
success before you install any 
product. 

(7) The method employed. in op- 
erating the installation is very im- 
portant in that you want the pro- 
duct back which you have stored. 
After you have pumped your prod- 
uct in the storage you really have a 
major investment tied up in it. 


Displace With Water 

You can displace the product 
with saturated or fresh water 
which seems to be the best method. 
You can pump it out with a deep 
well pump which has been imprac- 
tical. 

You can pressure it out with gas. 
This will cause your product to be 
a little off speck. But the worse 
thing you can do is hydrofract the 
formation and lose your product 
and the hole. Now the basic prin- 
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Schematic diagram of surface equipment 
and well pattern for LPG underground 
storage developed in the Carthage field 
of Panola county, Tex. by The Chicago 
Corp. for its Feazel & Kinsey plant. Dia- 
gram is a plan view of complete layout. 


ciple of underground storage is 
to utilize the natural structural 
strength of the earth. This will run 
about .7 lb. per foot of depth as 
safe working pressure. The hydro- 
fract average is .9 lb. per foot of 
depth. So you must know and figure 
your working pressure under every 
condition. You will notice you have 
only about .2 lb. safety factor to 
play with. 

(8) As has been previously said 
the amount of operating facilities 
are like bathrooms—you can make 
them as elaborate or as simple as a 
“Chic Sales”—both will get the job 
done. The Natural Gasoline Assn. 
of America has a committee study- 
_ing and making recommendations 
to the different state regulatory 
bodies on the facilities to be used 
at the installations. The common 
gasoline plant practice is adequate. 
But some states have requirements 
that are beyond those used in our 
modern plants and the NGAA is 
doing the industry a great service 
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in standardizing the requirements. 

The operation should be analyzed 
as to what you want it to do and 
then design the operating facilities 
to accomplish these aims. Orbit 
valves with standard fittings will 
generally suffice. The working pres- 
sure will be set up by the total 
depth of the well and can be calcu- 
lated by multiplying the depth by 
.25 lb. In other words, a 1000 ft. 
well will require 250 lb. fittings and 
2000 ft. well 500 lb. fittings. 

The pressure differential com- 
pressor and standard pumping 
equipment may be used. A dehydra- 
tor will be necessary if propane is 
to be stored and safety valves must 
be installed in blocked sections to 
relieve pressure from temperature 
rise. 

(9) Operating Personnel. The 
operators will of course be deter- 
mined by the location of the facili- 
ties. If it is near or at an operat- 
ing gasoline plant, it is obvious the 
plant operators will handle the stor- 
age operations. But if the storage is 
located at marketing areas away 
from plants, an operating proce- 
dure will have to be set up. 

It has been found that storage 
operation is very similar to loading 
rack operation. Ten cars in or out 
of storage is common practice and 
if truck facilities are operated in 
conjunction it may take an attend- 
ant on each tour. Or if living ac- 
commodations are available one or 
two men may run the entire plant. 

The type of personnel will depend 
on the duties. But it is strongly 
recommended to have a man of 


high caliber who is interested in’ 


his work as his operation can de- 
stroy your storage without your 
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knowledge until accounts are check- 
ed at the end of the year. 

(10) Safety. The hazards of 
storing butane and propane are 
known to all. When steel tanks rup- 
ture disastrous fires may occur, 
even a ruptured line is usually the 
start of a serious fire. 

Now lets consider some of the 
things that could happen. (None of 
these have happened or are likely 
to happen: ) 

If a water line is broken, noth- 
ing happens. If a tap into the 
annulus where hydrocarbons are 
stored is ruptured, what will hap- 
pen? Stored liquid will flow out 
until the column of salt water falls 
enough to be balanced by the hydro- 
carbon in the annulus. Then liquid 


will stop flowing and gas will es- 
cape at the rate it is released from 
the exposed surface at its stored 
temperature until it refrigerates 
itself down. 

In other words, in a very short 
time there will be only a little gas 
escaping. The balance will lie dor- 
mant for days or until temporary 
shut-offs are installed and perman- 
ent repairs made. The amount of 
gas escaping would be in propor- 
tion to heat available to vaporized 
products stored or about what 
would boil off a gallon bucket set- 
ting on the floor in a 80°F. room, 
and this is from any amount of 
stored products. 





GENERAL GAS CO., IS FIRST DEALER TO STORE LPG 
SUCCESSFULLY IN LOUISIANA SALT DOME. 


In February, 1951, General Gas Co. 
made arrrangements with Hydro- 
carbon Storage, Inc., Fort Worth, 
Tex., to install underground storage 
for butane and propane. A survey of 
possible sites was made by R. D. Phil- 
lips and Charles Guy, president and 
vice president of General Gas, and G. 
H. Billue, formerly of Hydrocarbon 
Storage, Inc. and now with Security 
Underground Storage Co. 

Gibsland, La., 40 miles east of 
Shreveport, was selected as the first 
installation site. The 20-acre tract 
secured provided the location for the 
storage well with immediate access 
to both the IC Railroad and U.S. 
Highway 80. In planning for the 
most efficient use of material to be 
stored, care was taken to see that 
truck-loading facilities were located 
to provide adequate facilities for ac- 
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cess to highway without interfering 
with traffic. Utmost precautions were 
taken to make the installation safe. 
To drill the storage well, a core 
hole was drilled to establish control 
on the location of the dome. That 
secured, a well was drilled in which 
7-in. pipe was cemented into the salt 
section and a 2%-in. “Upset” tubing 
was run to the bottom of the open 
hole which had been drilled into the 
salt section of the dome. Circulation 
of water was started (from Gibs 
Creek, which ran across the property) 
and the saturated brine water was 
stored in an artificial pond which was 
constructed on the property. This 
pond was later enlarged into three 
ponds to hold the saturated brine 
water. After circulation had been 
carried on for a short time, the sec- 
tion was tested by pumping in two 
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Aboveground pumping equipment and pip 








Corp. underground storage installation. 
to transfer liquid to surge tank where it 


and loading rack at General Gas 
Unloading hose is connected from tank car 
is picked up by transfer pump and injected 


into storage well. 


transport loads of butane, recovered 
with no appreciable loss. 

As the circulation was progressing, 
a second well was drilled and com- 
pleted in the same manner for the 
storage of propane. After the 
second well had been tested and the 
size of the first hole increased to well 
over 3,000,000 gal., a: loading rack 
was installed, consisting of two 6,000- 
gal. surge tanks, a compressor for 
evacuating the tank cars, and an in- 
jection pump then being used to wash 
the well. 

A modern 10-car loading rack was 
installed, with outlets at 10 spots for 
liquid, vacuum, and pressure, on a 
railroad spur. When a car is spotted, 
the unloading hose is connected and 
pressure from the compressor con- 
nected to transfer the liquid to the 
surge tank, where it is picked up by 
the transfer pump and injected into 
the storage well, thereby displacing 
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the salt water from the well. In this 
manner, the operator moves from one 
car to the next, with several cars un- 
loading at the same time, until all 
cars are unloaded. More than 300 
cars of product were stored in the 
summer of 1951. 

At the truck-loading site, two 
30,000-gal. tanks and modern loading 
facilities were installed to accom- 
modate four to six transports which 
could be loaded either with the 
differential pressure from a com- 
pressor or by positive displacement 
pump, or both. Trucks are then 
weighed by new, modern scales which 
print a record of time, truck number, 
and empty and loaded weights. This 
operation is carried on in a comfort- 
able office building on the site with 
flood lights for nignt operations. 

The layout is a Figure-8 where the 
trucks are weighed as they enter 
from the highway either from the 
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east or west. They then proceed 
around the Figure-8 to the loading 
dock—are loaded—and then move to 
the scales for loaded weight, proceed- 
ing to the highway in the direction 
they wish to go, thus avoiding any 
turning on the entrance and holding 
up traffic. There is also ample park- 
ing space if it is necessary for 
trucks to stand by for dispatching. 

The propane from the storage well 
is passed through a dehydrator which 
removes any trace of moisture before 
it is carried to the outgoing loading 
facilities. This dehydrator is _ the 
bauxite type, similar to those used in 
many of the gasoline plants, and 
assures a dry product which is im- 
portant for products used without 
blending with butane. 

Installations of this type enable the 
dealer to assure his customers of de- 
liveries when they are most needed. 
He can then take on accounts which 
otherwise would have been unprofit- 
able and assure them that he will 
have sufficient product located near to 


where deliveries are to be made. 

This type of operation is a far- 
sighted business that will go far to- 
ward building good will in the in- 
dustry between dealers and their cus- 
tomers. It will build confidence in the 
dealer, and his product, both of which 
have had some hard jobs in the past 
few years. 

With this confidence, dealers can 
rest assured they will be able to get 
gas any time they want it, in any 
amount they want. Customers, too, 
can be confident of gas the year- 
round, or when they need it the most. 


Marshall Butane Owner 
Dies of Heart Attack 


Coy L. Roper, 50, Marshall Butane 
Co., Marshall, Tex., owner, died re- 
cently of a heart attack. 

For several years Mr. Roper 
operated a grocery and entered the 
butane field about seven years ago. 

His first business was on Poag St., 
and it was moved to its N. Washing- 
ton St. location about 18 months ago. 





loading rack and surge tanks at underground storage project of General Gas Corp. 


at Gibsland, La. 
pressure. 
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Outlets at 10 spots along rack are available for liquid, vacuum, and 
Racks are floodlighted for night operations. 
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The spot-warmth under the gas brooder at Lyman Bros. Minnesota turkey farm duplicates 


natural conditions, and produces healthy young fowls. 


Raising Fryers— 
Paul 


Bunyan 
Size 


Brooding with LPG heat 
costs 40% less 

at Minnesota 

Turkey Farm 
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ably less than liquefied petro- 

leum gas in Minnesota. Per 
Btu the difference is, of course, 
much more noticeable. But per 
pound of turkey, which is the unit 
by which costs are measured at the 
Lyman Brothers farm in Chaska, 
Minn., the picture is reversed—it 
costs 40% less to brood the turkeys 
with gas heat. 

For the Lyman production, this 
saving amounts to a very respect- 
able sum. The 16,000 to 20,000 
birds which they raise each year 
have a retail value of close to a 
hundred thousand dollars. There is 
nothing theoretical or “dreamed 
up” about the figures. Detailed cost 
accounting is carried on to show 
the true cost of each operation, 
and they now have two seasons on 
gas to compare with their previous 
results with oil heat. The records 
show three principle reasons for 
the saving. 


P=: gallon, oil costs consider- 
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The first reason is the difference 
in operating principle between oil 
and gas brooders. The oil-fired 
brooder is a space heater. It keeps 
the entire brooder house up to the 
brooding temperature, which dur- 
ing the first days with a new batch 
of poults requires a temperature 
of about 90° at the floor. 

The gas brooder can, and does, 
closely duplicate the “hen and 
chickens” method. The burners are 
in a canopy, and are regulated by 
a very sensitive adjustable thermo- 
static control. The canopy reflects 
the heat down on the space under- 
neath, and any desired temperature 
can be maintained constantly. Only 
a little heat escapes around the 
edges, and through the vent holes 
at the top. No attempt is made to 
heat the entire brooder house—it 
is not even desirable to do so. In 
fact, the method is called “cold 
room brooding.” The young birds 
remain healthier, feather out 
earlier, and put on weight faster 
if the room temperature is kept 
at approximately the same degree 
as the outside atmosphere. Oper- 
ating on this principle, the gas 
brooder requires from one-fourth 
to one-sixth as much fuel: as the 
oil burning brooder, per thousand 
birds handled. 

The second reason for the lower 
cost of brooding with gas is that 





on warm days the gas brooder is 
on the pilot most of the time. The 
oil brooder must be kept burning 
on the low flame adjustment, but 
since this provides too much heat, 
the house must be opened up to 
allow the excess to escape, or the 
temperature is likely to build up 
so high that the young birds suffo- 
cate. As one operator remarked, 
the gas brooder does not have to 
warm up all outdoors. 

The third reason for the lower 
brooding cost with gas is a great 
reduction in labor cost. With the 
oil heat that Lyman Bros. former- 
ly used, it had been necessary to 
keep men on watch continuously 
around the clock, to protect against 
the hazards of temperature vari- 
ations or of ignition of litter or 
roofs. 

The gas burners, under full auto- 
matic control, maintain the correct 
temperature under the brooder can- 
opies with no attention other than 
to readjust the thermostats weekly 
according to the diminishing re- 
quirement for heat as the birds 
grow. The fire hazard is completely 
eliminated, as the gas flame re- 
mains steady regardless of bliz- 
zards and winds outside the build- 
ings. 

Lyman Bros. raise two batches of 
turkeys per year, brooding from 
8,000 to 10,000 birds at a time. The 


After 2% to 3 months in the brooder houses, the young turkeys are conditioned for 
life outdoors on the ‘‘sun-porch.” 








first batch is hatched in February, 


and stays in the brooder house 
from 2% to 3 months, depending on 
weather and condition of the 
poults. 

On clear days, toward the end of 
the brooding period, the young tur- 
keys are allowed to run out on the 
“sun porches,” which are continu- 
ous on the south sides of the brood- 
er houses. At the end of the brood- 
ing period, the birds are moved to 
an elevated slat-floored platform, 
along the north edge of which is a 
long shed. This consists of a wall 
and a roof to provide shelter from 
the cold north winds and the rain 
and snow. It is provided with 
roosts, but is not heated in any 
way. The birds remain here until 
they are five months old, when the 
hens are sold. 

The toms are kept for another 
month on the platform, after which 
they go on pasture until they can 
be sold in favorable market. 

Bert Lyman, manager of the tur- 
key division, which is but one de- 
partment of the Lyman Bros. farm- 
ing operation, is emphatic in his 
statements in favor of gas over oil 
for turkey brooding. He cites as 
added advantages: the birds re- 
main healthier throughout the 


78 





Oil tank, no 
longer used, between 
buildings—variety of 
oil heater vent stacks 
on roofs. 


Two 1000-gal. tanks keys. 


with automatic 
change-over controls 
supply fuel for brood- 
ing 8000 young tur- 


growing period; are noticeably free 
from colds and other respiratory 
troubles; and the mortality rate is 
60% lower; by actual records, than 
it was with the former oil heat. 

Propane for the Lyman operation 
is supplied from the Chaska branch 
of the Minnesota Valley Natural 
Gas Co. The brooder plant is 
equipped with two tanks of one 
thousand gal. capacity each. The 
tanks are interconnected with an 
automatic changeover control, 
which switches to the full tank 
when the other becomes empty. 
This allows considerable latitude in 
filling, as the thousand gallons in 
the second tank lasts a long time. 

The brooding season begins while 
the peak demand for house heating 
fuel is still on, and its greatest de- 
mands are through February and 
early March. The first batch tapers 
off in its heat requirements 
through April, but when the second 
brood is started, about May 1, the 
gas consumption begins again at 
the heavy end of the cycle. 

With the two large tanks filled in 
advance of the February require- 
ments, no deliveries are required 
for some time, and with the leeway 
made possible by the two tanks and 
the automatic changeover system, 
it is always possible to provide the 
brooder fuel without disrupting the 
delivery schedule for the domestic 
fuel customers. 

It is desirable business for the 
gas dealer, as well as a very profit- 
able deal for the turkey raiser. 
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Customer canvass and salesmanship needed to 





spur sales and increase fuel loads. 


By S. J. McLAGAN 
Gen. Sales Manager, Suburban Propane Gas Corp., Whippany, N. J. 


EXT to the gas range the 
N automatic water heater is 

a most logical second ap- 
pliance. Its use of gas is well- 
balanced over the year. Its con- 
sumption of gas will permit a lower 
rate without loss of earnings. The 
initial cost, maintenance and 
operating costs are as low as, or 
lower than, most heaters utilizing 
other fuels. 

To endeavor to promote water 
heating, we at Suburban felt we 
could accomplish many things: 

(1) Give our customers the bene- 


fit of a lower rate, always 
very acceptable to any cus- 


tomer. 
(2) Give our customers an addi- 
tional automatic household 


gas-fired service to increase 
their appreciation of the ser- 
vice that L. P. gas can 
render. 
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(3) Discourage our electric com- 
petition who would have to 
unsell the customers’ invest- 
ment in two gas appliances to 
gain a very dubious advan- 
tage. 

(4) Improve our earnings by in- 
creasing the through put of 
gas per dollar invested in 
equipment —and—to look 
down the road a bit. 

(5) Set up our customer gas 
usage for the sale of house- 
heating equipment, which we 
could see would be our next 
major endeavor. 

In order to sell water heating it 
is necessary to let folks know about 
hot water service and just how it 
fits their specific case. At the 
present time the industry claims 
some 714 million domestic con- 
sumers. Nationally, fewer than 
25% have gas automatic water 
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Water Heaters 








1952 1951 1950 

BOO.” nose 148,700 225,600 131,600 
Pee Sco 145,800 213,400 156,500 
MM. e252 152,200* 223,300 172,800 
Abr cunt 156,900* 199,400 176,400 

4 Months ..603,600* 861,700 637,300 
ae 167,400 195,200 
0 ae 131,500 207,100 
eee ae 102,400 197,500 
ROB. > cS. 124,400 259,800 
| Seances 130,900 222,600 
OG. scan 148,800 235,100 
eee 143,400 206,000 
DOG). csccant 127,200 202,500 
12 Months .. 1,937,700 2,363,100 


(Figures by GAMA) 
*Preliminary 
e 
The above figures are for all types of 
gas water heaters. LPG water heaters run 
between 20-25% of these figures. These 
figures do not reflect actual dealer sales 
but show factory deliveries.—Ed. 











heaters. In nearly every case we 
dealers contact these 714 million 
people only as often as they may 
require gas and then try very 
diligently to deliver them gas and 
hurry away for fear they may stop 
our driver and register a “beef” 
about some part of their gas ser- 
vice bill or appliances. 

Would it not be more logical, 
instead of avoiding them, to can- 
vass everyone of these folks no less 
often than once a year to see what 
is on their minds to explain away 
those gripes that are imaginary 
and to repair the parts of their ser- 
vice equipment or appliances that 
are actually inneed of repair? Then 
talk to them of the advantages to 
be gained by the addition of an 
automatic water heater or even a 
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replacement range? And in the case 
of the 25% who do enjoy L. P. gas 
hot water, just how satisfied are 


they and when will they require a’ 


replacement ? 

We have found that a present- 
customer canvass in route order 
uncovers more prospects and 
creates more customer satisfaction 
with a minimum of lost time and 
miles than any other thing that we 
have ever attempted. It gives us a 
closer tie to our customers, tips us 
off to changes they may be contem- 
plating, and above all gives them a 
chance to tell us about their 
friends, relatives, and neighbors 
who may be prospects. 


We have in our 744 million cus- 
tomers a market that we have 
never attempted to exploit, and by 
exploit I mean to improve their 
living with the best and latest in 
domestic gas equipment at a saving 
over even non-automatic methods. 

The LPG industry has inherently 
been one in which our present cus- 
tomer list has been built by word 
of mouth satisfaction passed from 
our L. P. gas user to his friends 
or neighbors—the prospective 
market is utterly fantastic that we 
pass up each day in failing to 
capitalize on the leads available to 
us from this source or the good- 
will we can establish among our 
customers, and hence strengthen 
our position with them. 

In our own company we have 
pursued the customer canvass in 
enough districts for a_ sufficient 
time to tell you some of the results 
of this practice. 

In one of our districts where the 
customer canvass plan has_ been 
most consistently used, we have in- 
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creased our average per-customer- 
use of gas from 53 lbs. per-month 
to 65 lbs. per-month and in another 
from 59 to 72 lbs. per-month. 

Going to the other end of the 
scale—we have one district where 
little or no effort has been ex- 
pended in this direction, and there 
the average has been and remains 
at 44 lbs. average per-month. 

In every case, where water 
heater sales have been high, the 
average use per customer has in- 
creased and the average per unit 
price of gas has been reduced and 
the company’s profit has increased. 
Customer canvass has been the 
prime producer of this result. 

We would label customer canvass 
as our number one weapon. 

Second—Salesmanship—not only 
on the part of your men, but you, 
the operators, must first sell your 
salesmen on the technique of the 
plan and the value to them of pro- 
moting water heater sales. 

For example: 

In the fall of 1949 we had some 
300 water heaters gathering dust 
in our warehouses—they carried a 
retail sales tag of $179.95. The “‘off 
season” for water heater sales was 
coming up—so we priced them at 
$159.95 and forgot to mention 
“while they last.” We also slipped 
the salesman an extra $10 to spur 
his interest. 

Two months later they were 
gone and we had to reorder—but 
meanwhile the manufacturer had 
an increase in price—so we had to 
price the new heaters not at 
$159.95 or even at $179.95, but 
instead, $189.95 ....and_ they 
continued to sell at $189.95. The 
salesmen had found that folks 
would buy if they could sit down 
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WATER HEATERS 





1936-41 1946 ‘47 ‘48 ‘49 ‘SO 1951 
AVERAGE 
SOURCE: AMERICAN GAS ASSOCIATION 


Ten year gas water heater production 
(in thousands). 


with their prospects and seli them 
the advantages of hot water. 

There is no substitute for sales- 
manship nor will there ever be. 
More people have “bought” L. P. 
gas than we have ever “sold.” We 
might well steal a page from Reddy 
Kilowatt and begin selling gas and 
gas appliances for what they are— 
the best in their field. Not the 
cheapest or the almost as good— 
not as a cooking fuel but as a very 
versatile household servant. 

In 1950, Suburban had 2% of the 
total LPG domestic customers in 
the nation. GAMA tells us that 
the LPG industry in 1950 sold 
only 310,000 automatic water 
heaters, over a million short of 
what we estimated to be so easy to 





The Author Emphasizes 


“Customer canvassing” is not to be con- 
fused with just plain “canvassing.” It has 
been Suburban’s success to take its present 
customer list in geographical order and 
direct canvassing for hot water heater sales 
to them, thus saving time and _ needless 
calls in holding this canvass to present 
customers. 

This article has been condensed from 
remarks made by Mr. McLagan before the 
Chicago convention of the Liquefied 
Petroleum Gas Assn. in May. 
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Customer canvass is our No. 1 weapon! 


sell. That was only three heaters to 
each 11 new customers who 
signed on for L. P. gas in 1950 
and none at all to the 5,000,000 
present customers or for replace- 
ments. 

Suburban’s share would be 
6,200 heaters. Suburban did 
better than that—we connected to 
our lines in 1950, 8,000 automatic 
heaters or 2.6% of the total 
manufactured and sold, but still 
were selling at the rate of only 
one heater to each two new cus- 
tomers signed on and none to our 
old customer list. 


In 1951, the pattern remained 
much the same for the industry 
and for Suburban. 


We have rated the water heater 
market something like this: 


(1) Present customers — with 
automatic heaters whose 
heaters must be replaced as 


they become worn out or 
obsolete. 

(2) Present customers without 
heaters. Every one of them 
must be sold. 

(3) New customers who would 


sign to add heaters to their 
range purchases and make 
them a two-appliance user at 


the go off with the rate ad- 


vantage they could gain 
thereby. 

(4) The still unsold L. P. gas 
prospect. To seek and sell 


them—the works. 


Our job in water heating has 
been described as outstanding as 
opposed to that of the industry 
but poor indeed in terms of the 
electric 


competitor and our 
potential. We do not feel that we 
or the LPG industry has done 


much more than to scratch the 
surface. 


Give water heating a fling and 
discuss it with every customer 
and every prospect—you will sur- 
prise yourself at the number who 
will display interest and_ the 
number who willl buy. 

How many more mailers, gad- 
gets, advertisements, and come- 
ons you choose to use is up to 
you, but one thing is certain— 
you will sell automatic hot water 
to your domestic L. P. gas cus- 
tomers or you will make the 
future progress of your business 
very difficult indeed. It is the tool 
needed by the industry to add 
strength, profit and healthy 
growth to your business and to 
set your customer up for a third 
and even a fourth appliance. 


New Dealer Specializes 
In Engine Fuel Service 


New dealer in butane-propane for 
automotive use, heating, cooking and 
other domestic applications is the 
Beach Gas Corp., of Virginia Beach, 
Va. The company will operate in 
Princess Anne county. 

Wallace T. Clark heads the firm as 
president. 
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Dixie-glo Home’ Newspaper 
Sells LPG and Appliances 


for Georgia Dealer 


NE of the best mediums of pro- 

moting the LPG business is 
found in the use of a company-edited 
newspaper sent to customers and 
prospects. Employing such a news- 
paper to advantage is the Southern 
Gas Corp. of Tucker, Ga., whose 
Dixi-glo Home is distributed bi- 
monthly in its sales territory. 

The idea for Dixi-glo Home or- 
iginated in Southern Gas Corp.’s 
search for a low cost medium to reach 
customers and potential customers 
with (1) the story of Dixi-gio gas and 
the advantages to the customers (2) 
the story of L. P. gas (3) a medium 
of a repetitious nature to convey 
these stories. 

According to Thelma Holmes, Sou- 
thern Gas Home Economist and editor 
of the newspaper, it was the com- 
pany’s desire to approach a happy 
medium between strictly institutional 
advertising and point-of-sale adver- 
tising keyed to company policies and 
the market in their area. 
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This purpose is being achieved 
through the use of articles built 
around items of local interest, com- 
pany personnel, customers and spe- 
cific items of merchandise. Featured 
is some current activity or project of 
interest to the residents of the area. 
For example in each issue, an article 
concerns some individual in the or- 
ganization telling of his duties 
within the company as they relate to 
better customer service. 

These articles are planned with a 
dual purpose: (1) to give the custo- 
mer an overall picture of the ways 
in which Southern Gas plans to in- 
sure the best of service for the cus- 
tomer, and (2) to give recognition to 
employes who do particularly well in 
their work. 

The customers chosen for pub- 
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licity are selected because of some 
interesting use made of Dixi-glo in 
their home which illustrates to the 
reader the variety of services the 
company is prepared to perform for 
its customers. Such articles also 
serve to build good public relations 
by giving these customers recognition 
as an outstanding family in the com- 
munity. 


Promotes Customer Education 


Southern Gas emphasizes customer 
education to the point of making 
every customer a salesman as a means 
of increasing customer loads and 
maintaining customer satisfaction. In 
this respect, the newspaper features 
at least one article in each issue that 
graphically describes ways in which 
some appliance makes life more com- 
fortable, more fun or puts the owner 
one step “ahead of the Joneses.” 

The sources from which material 
is gathered may include various state 
and federal agencies who cooperate 
by making educational material avail- 
able, manufacturers appliance litera- 
ture, men and women’s civic and 
social clubs, civic leaders’ pet projects, 
and other publications as well as day 
to day happenings within the com- 
pany itself. 

Southern Gas, says Miss Holmes, 
has found the cost of this publication 
to be much less than might be ex- 
pected. “It compares more than favor- 
ably with the cost of mailing a one 
piece circular, part of this due to 
lower postal rates for newspapers, 
and newsprint being cheaper than 
direct mail paper. The coperation of 
appliance manufacturers is also an 
important factor in cost,” she said. 

Several “reader test” inserts in the 
publication, to check results follow- 
ing publication of the first three 
issues, have proven, without question, 
that Dixi-glo Home is read, according 
to Sam Barber, president of the firm 
which has six offices in Georgia. 
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An amusing instance occurred in 
connection with a recent reader test. 
Following a short editorial praising 
the virtues of the Golden Rule, an 
irate customer, displeased with a gas 
bill he considered unreasonable, ad- 
vised the company that he lived hy 
the Golden Rule, too, and felt an ad- 
justment was in order if we meant 
what we said, Miss Holmes noted. 

One county in Southern Gas terri- 
tory is chosen for general distribution 
each issue as well as the customer 
and prospect list. In that manner, 
every rural box holder will receive 
at least one copy of Dixi-glo Home 
within a short time. 

A single issue may contain a rep- 
resentative selection of stories of 
interest to readers such as these: 

“LP Gas Ranks As Superior Motor 
Fuel”; “Build Your Own Fish Pond”; 
“Family Feasts”—a recipe column by 
Thelma Holmes; “Hot Water Is Im- 
portant to Family Health’; “Wool 
Blankets Dry Beautifully In New 
Dryer”; “Family of the Month”; 
“Budget Plan Works Financial Woa- 
ders”; “Homemakers Corner”; 
“Laughing Matter’ —a joke column; 
and a number of photographs. The 
publication also contains a number of 
advertisements by Southern Gas and 


its suppliers. 


The company has recently com- 
pleted a well-equipped kitchen-audi- 
torium at its Tucker store which is 
being made available as a meeting 
and eating place for community ac- 
tivities, an excellent example of good 
community relations by an LPG 
dealer. The kitchen in the Dixi-glo 
Room will also be used for company 
sponsored cooking schools and new 
range model demonstrations. 

Offices of the company and its re- 
cently acquired Community Gas Co. 
are located in Tucker, Atlanta, 
Athens, Gainesville, Marietta andi 
Winder, Ga. 
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FOR TOP HEATING EFFICIENCY 


Drilled Pipe | 






Burner 










No. 29A 
Urn Burner 








A BURNER FOR EVERY NEED 


When you need dependable burners for 
steam tables, urns, vats, ovens, or any other 
type of equipment requiring burners look 
to JOHNSON for the right burner for the 
job. JOHNSON has specialized in in- 

dustrial gas burning equipment for more don Ga 
than half a century. Burner 


Every JOHNSON burner is properly de- 
signed to assure perfect combustion and 
highest flame temperature, resulting in 
more heat for the dollar. 





No. 60 BCE 
Concentric 
Ring Burner 







Consult the complete Johnson 
_ Catalog for the full Johnson 
Line of Burners, Torches, Valves, 
Furnaces and Blowers. 


Johnson Gas Appliance Company 
597 E Avenue N.W., Cedar Rapids, lowa 





No. 101 
OUR S5OTH ANNIVERSARY Bench Furnace 


JOHNSO} 


LP-GAS EQUIPMENT 
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Cash or Credit Sales? 


By RALPH B. KEARNS 


President, Associated Credit Bureaus of America, Inc. 


ET us now discuss collections. 

We talked about cash sales 

and credit sales in Part I last 
month and we have said that col- 
lections start when the sale is 
made and that the sale is not com- 
plete until the cash is in the till. 

The, key to collections is an un- 
derstanding as to the terms of the 
sale. This is where many business 
men and credit managers fall down. 
You will have much fewer collec- 
tion problems if you have an under- 
standing of terms with your custo- 
mer. Train your personnel—your 
route men—to arrange terms. 

The next important step in col- 
lections is to set the account up 
on your books with particular at- 
tention paid to the due date. 

The third important step is to 
have a systematic collection system. 

Some successful firms have an 
8-step collection system something 
like this. It works. 

(1) Make up a ecard or folder 
containing credit and collection in- 
formation. See Chart I. 

(2) Send first statement after 
due date. 

(3) Send second statement 30 
days after first statement. 


Material for this article originally was 
presented by Mr. Kearns before the L. P. 
gas management short course at University 
of Kansas last April. Part I appeared in 
the June issue. 
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PART Il 


(4) Ten days after second state- 
ment mail collection notice. (See 
Fig 1.) 

(5) Twelve days after notice 
send letter. (See Fig. 2.) 

(6) Mail third statement 30 
days after second statement. 

(7) Ten days after third state- 
ment, mail letter. Call it Letter 
“A.” (See Fig 3.) 

(8) Twelve days after letter “A” 
send letter “B” from the collection 
department. (See Fig. 4.) 

This mail collection system works 
—it will collect virtually all of your 
outstanding accounts. 

Of course, this system is vari- 
able. The nature of your business, 


(Fig. 1.) 





Accounts’ are Payable Upon Receipt of 
Statement 


$ 96.00 
$ 43.00 
$139.00 


Two statements have been forwarded, 
as yet remittance has not been received. 
Our bill represents a part of your 
operating expense and should be paid 
currently. 
Kindly favor us with prompt remit- 
tance in the above amount. 
Jones ProBute Co. 


Total 
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for storage containers! 


-+e WITH NEW REGO NO. 3500A SERIES EXCESS FLOW VALVES 





These new RegO valves provide design and operating advantages which result in maximum | 
safety and efficiency for large bulk storage containers. 
These new valves are installed completely inside the container fitting where they are | 
fully protected at all times and under all conditions. 1 
RegO No. 3500A Series Excess Flow Valves are designed to minimize sticking of the y 
valve stem due to the presence of foreign matter that frequently accumulates in the bottom 
of the container. { 
The tapered seating surface of the valve disc makes it self-centering so that correct | 
seating is automatically attained when the valve closes. 1 
These new excess flow valves have substantially higher flow capacities and greatly ! 
reduced pressure drops. This means that pumping rates can be increased without the | 
annoyance of premature closure. 
I 

! 

1 

! 








“BASTIAN- BLESSING" EERO ) 


Lon 
4201 W. Peterson Ave., Chicago 30, lilineis \i— 


PIONEER AND LEADER IN THE DESIGN AND EP SAS TRUE MENT 


national MANUFACTURE OF PRECISION EQUIPMENT GAS FQ 
nee “| FOR USING AND CONTROLLING LP-GASES 















GA 


of DENVER 

A ©. FINK 

EMPIRE BRASS MF‘ 
Lomdon, Ca 


RegO is the registered trade mark of the Bastian-Blessing Co. 
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Dear Sir: 


It is a policy of this organi- 
zation that everything we do should 
be prompted by the friendliest of 
feeling, whether we're soliciting 
your business, filling an order, or 
asking you to pay a bill. 

If check covering the balance 
shown above has not already been 
mailed, won't you kindly see that 
one is forwarded promptly upon 


(Fig. 2) 





receipt of this letter. 
You may be sure it will be 


appreciated. 


Yours truly, 
Jones ProBute Co. LETTER “A” 











(Fig. 3) 





Dear Sir: 


Each month a careful review is 
made of our delinquent accounts, 
so as to avoid passing to our 
collection department, accounts of 
usually prompt=-paying customers. 
Often I find among them, customers 
who have been friends of our 
company for a long time. Others 
are new who may not be familiar 
with our credit terms and our 
sincere wish to maintain pleasant 
relations with our customers. 

There must be some good reason 
why you have not paid or made some 
arrangements to pay. If we have 
said or done something that has 
appeared unjust, won't you please 
write to me, personally? 

Wishing to avoid the possibility 
of any misunderstanding, I am 
holding your account on my desk 
for a few days while making this 
appeal to you for payment. 

If you have already mailed 
payment, please disregard 
this letter. 

Yours truly, 


Jones ProBute Co. 








‘- 
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LETTER “‘B”’ 





your customers, your terms may 
indicate a collection system com- 
bining both mail and your route 
men. 

Route men should be good sales- 
men. It takes a good salesman to 
make a cash sale. It takes a good 
salesman to make a good credit 
sale and get the money and com- 
plete the sale. 

The route man must persuade 
your customer to pay, handling the 
interview in such a way as to pre- 
serve good will and future business 
relationship. 

“Selling activity” and “collecting 
activity” parallel each other. We 
should ‘collect as we sell’. and ‘sell 
as we collect.’ 

The secret of collections is: 

(1) Make your sales right. 


(2) Follow collections promptly. 


In conclusion, here are 10 col- 
lection tips: 


1. Explain to your customers 
why it is to their advantage to have 
accounts up to date. 


2. Never argue. When we argue 
with a person, we are simply telling 
him he is wrong. His convictions 
have been challenged and we 
strengthen his determination not 
to pay at once. 


3. Don’t get tough. You may 
boast about getting tough, but it’s 
no compliment, and the other fellow 
may get “tougher.” 


4. Don’t dictate. We Americans 
just don’t like dictators. 


5. Never break a promise. If we 
promise to return on a certain date, 
let’s be there. Let people under- 
stand that what we say, we mean. 
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NAME 
ADDRESS 

DATE BALANCE FOLLOW UP MONTHS REMARKS 
AGE MARITAL STATUS 





NAME OF EMPLOYER 





NATURE OF WORK 





ADDRESS OF EMPLOYER 





BANK REFERENCE 


ESTIMATE NET WORTH 





ESTIMATE MONTHLY INCOME 


PAYING RECORD. 

















6. Be persistent. In making col- 
lections, the man who gives up less 
easily is the man who gets the 
lion’s share. Don’t too readily ac- 
cept the excuse, “I have no money.” 
Your own judgment will tell you 
when to refuse that excuse. 

7. Be sympathetic. Don’t be 
afraid to express your sorrow for 
those who feel they carry more 
than their share of griefs and sor- 
rows. 

8. Use flattery and praise. Two 
powerful weapons if used sincerely 
and intelligently, but sparingly. 

9. Establish a schedule and stick 
to it. One of the cornerstones of 
our industrial efficiency is working 
on schedule. Trains, busses, planes 
—all operate on _ pre-arranged 
schedules so that people will know. 
We like it that way. So why 
shouldn’t we collect on schedule? 
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10. Be helpful. The average per- 
son wants to pay. Help him work 
out suitable arrangements. 


Protane Corp. Purchases 
Some Shell LPG Dealers 


The Protane Corp. of Erie, Pa., has 
acquired the liquefied petroleum gas 
dealerships of Shell Oil in southern 
Indiana and northern Kentucky. 

According to a joint statement, the 
transaction was effected to improve 
the concentration of customers nearer 
the bulk plant facilities of both com- 
panies. 


Bottled Gas Firm Starts 
Operations in North Carolina 


The Rutherford County Gas Co., 
Inc., has been formed to distribute 
bottled gas. It will headquarter in 
Rutherfordton, N. C. 

Principals of the firm are Edwin 
Glascoe, Warren Andrews, and Dor- 
othy Glascoe. 
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Stephen Patterson, service and sales manager, points to blackboard on which names of 
drivers are chalked and the days they must be ready for emergency servicing. 


After-Hours Servicing Wins 
Customers for N.J. Dealer 


HE time is about 10 p.m. at 
the home of one of the 
drivers for Keyport Hard- 
ware Co., Keyport, N.J. He has 
just switched off his television set 
and is thinking of retiring after a 
hard day’s work delivering 100- 
cylinder tanks of propane gas on 
his route which covers a radius of 
some 15 miles. But the clang of 
the telephone breaks in on his 
reveries. (He hears a woman’s 
voice saying excitedly, ‘“Won’t you 
please rush over to our house right 
away, our tank isn’t working!”’) 
Wearily the driver starts off in 
his truck and rushes to the scene. 
Most likely he’ll find that the 
woman forgot to re-order enough 
fuel and so her tank went dry or 
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possibly it was an air adjustment, 
a gas cock that needed regreasing 
or some other minor trouble. But 
the customer’s needs are speedily 
attended to and she is grateful for 
the prompt service. The company 
knows that it has retained another 
friend and that word of this action 
will spread around—which all 
spells for good business relations. 

“It’s all part of our policy of 
giving customers every possible 
means of servicing we can and 
when they want it,” explains 
Manuel Gale, who with his two 
brothers Harry and Milton, oper- 
ates the business. “As a result 


By ALBERT KESHEN 





' 





MANUEL GALE 


we've retained a lot of accounts 
which we might have lost to our 
competitors quoting a cheaper gas 
rate. The public has come to realize 
that they can rely on us with con- 
fidence.” 

Keyport’s after-hours servicing 
program operates seven days a 
week and normally up to a reason- 
able hour such as 9 or 10 p.m. But 
in the event of a bad leak or other 
special emergency the company will 
send a man over quickly at any 





HARRY GALE 








time. As a remindef, each cus- 
tomer gets a door knob card on 
which the phone number is pro- 
minently posted. 

To provide this service all of the 
five drivers are rotated to divide 
the extra duties equally. A black- 
board in the office is chalked with 
the names of the drivers and when 
they must hold themselves in readi- 
ness for this special work. Then 
their names and home phone num- 





MILTON GALE 


bers are listed with a _ telephone 
answering service. Then when a 
customer’s call comes in after usual 
business hours and the firm’s 
regular phone is unattended, the 
special operator relays the call to 
the home of the driver who is on 
duty at the time. 

“Over a year’s time we average 
about 10 calls a week,” said Mr. 
Gale. “Of course our men are re 
compensed for this extra effort 
they put in. They get a half-day 
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The one important thing to know about a 
horse is where will he finish? With a stove 
it’s two important things — how will it 
perform . . . how long will it last? Depend 
on South Bend to be FIRST in the real range 
essentials — durability and performance. 
Your good common sense will tell you that 
South Bend Ranges with their heavier cast- 
iron cooking tops, griddle plates, all-welded 
chassis, heavier doors, thicker insulation 
and other selected materials must outlast 
other construction, usually by many years. 
Save up to 50% by buying the super- 
durable South Bend value champions. 
NOTE — Available with automatic oven 
lighting on order. 
SCHOOL EXECUTIVES: Order the famous No. 3023 
No. 3020 Range now for Fall school open- 
ing — don’t wait. The most popular range 
for school lunch programs. rs 
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Bulk tank plant of 15,000 gallon capacity 

which is all wire-enclosed, of explosion- 

proof construction and located 50 ft. from 
the nearest property line. 


off for this special work and an 
extra bonus. None of them have 
complained about it as they realize 
the importance of this type of 
duty.” 

Tied in with this emergency 
service system, Keyport maintains 
a liberal service policy which fur- 
ther insures public confidence. 
There are no restrictions or hidden 
strings in their offer to service, 
without cost, any gas-burning ap- 
pliances for which the company 
supplies the fuel, regardless of 
where the appliance was purchased. 
All of the deliverymen are 
adequately trained to handle minor 
servicing at the time gas is de- 
livered, or if they are not prepared 
to make the adjustment a main- 
tenance man is immediately dis- 
patched from the main office. 

Keyport is located in a fringe 
area where both gas and electric 
utilities equally predominate. But 
the Gale brothers have noticed a 
pronounced trend toward the use of 
liquefied petroleum gas and are 
playing up the public’s interest in 
their product for all its worth. 
They have realized most people 
have become strongly gas conscious 
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and with the opening of new mains 
of natural gas the company is 
benefitting by the impetus so gene- 
rated. In house heating it is noted 
that many home-owners are re- 
placing their fuel oil furnaces with 
LPG. Furthermore, the cleaner 
operation and ease of maintenance 
of the fuel has led much of Gale’s 
public to request it. 

Keyport’s market consists of 
about 90% domestic users and the 
remainder industrial and commer- 
cial establishments. These cus- 
tomers are rented the normal 
double tanks and are supplied the 
fuel in 100-lb. cylinders. The com- 
pany’s four trucks are filled from 
its own filling plant of 15,000-gal. 
capacity and storage for 300 
cylinders. It is located some 
distance away from the office and 
on a main state highway. The 
plant in turn is supplied Essotane 
gas from the nearby Bayway re- 
finery of Standard Oil Co., and is 
delivered by the Rollo Trucking 
Corp. of Keyport, a large petroleum 
tank truck firm. 

Nearly every type of LPG ap- 
pliance is displayed in front: of the 
store, located on the main business 
street of Keyport. The merchandise 
shown includes hot water, floor and 
wall furnaces, hot-air furnaces and 
gas ranges. Lines handled include 
Roper, Hardwick, Perfection, Cole- 
man, Bryant and Tappan pro- 
ducts. These are all. adequately 
price-tagged to indicate net cost to- 
gether with down payment and 
monthly terms. Manufacturers’ 
literature explaining their products 
is kept in individual stacks on 
nearby tables. 
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.». that’s why the 
GAS INDUSTRY specifies 
RELIANCE REGULATORS 


The Gas Industry derives a double 
advantage from the use of RE- 
LIANCE REGULATORS; first, it has 
the best REGULATOR equipment 
available; second, it obtains the 
many advantages of standardization. 

The interchangeability resulting 
from standardization means a 
smaller and more flexible inventory 
of spare parts. It minimizes the 
number of test and inspection fix- 
tures. It makes for quicker and 
easier training of maintenance per- 
sonnel through the need for famil- 
iarization with fewer products. 

For longer life, greater dependa- 
bility, better performance and lower 
maintenance—YOU CAN RELY ON 
RELIANCE REGULATORS. 


Bulletins are available on all 
types of Reliance Regulators 
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Superior 
Performance : 





Advantages of 
Standardization 


HPH 


For sensitive regulation and 
position lockup. 


BKR 

Primary or secondary unit 
equipped with internal relief 
valve. 


BP-15 


Low-volume regulator for 
precision control of outlet 
pressures. 


DV-200 


Series 
Differential valves. 


RV-200 


Series 
Relief valves. 


























Harware Co., Keyport, N. J. 





Some of the interesting direct mail promotion distributed by the Gale Bros.’ Keyport 


Upper right is the door-knob tag which suggests 


calls for emergency service. 


Although the company employs 
no outside salesmen, it does carry 
on an intensive, year ’round pro- 
motion drive to acquaint the public 
with its services. This effort is 
largely devoted to a direct-mail 
campaign with a mailing list of 
7,000 names, on_ stencils, and 
broken down into the various 
towns. Addressees are advised of 
new products on the market, sea- 
sonal specials, and are sent the 
latest packaged offerings of the 
manufacturers, together with other 
printed matter. 

Like a good many other small- 
town merchants, Keyport can 
always be relied on to assist local 
organizations fn their public pro- 
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grams. At the firemen’s fair every 
July the company presents a free 
appliance for a door prize. In 
addition, the gas appliances are 
featured in a booth with an at- 
tendant present. 

An extra service is that of 
supplying and hooking up gas ap- 
pliances free of charge for those 
managing the fair with equal 
facilities for first-aid squads, 
church bazaars and similar groups. 
On these occasions a 20-lb. portable 
cylinder is used. 

For the past 10 years regular 
customers have beeen getting a 
desk calendar annually with a per- 
sonal letter extending Christmas 
greetings. This offering is looked 
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forward to so eagerly that if by 
mistake somebody is overlooked, he 
or she will immediately phone and 
ask for it. 

L. P. gas customers pay no de- 
posit, although an installation fee 
is required. Each customer’s lease 
agreement is kept individually in 
the files and all service calls 
attached to it. Thus there is a 
running account available at a 
glance of all customers’ relation- 
ships which acts as a check, and 
sometimes a brake, on service calls. 
For example, if the case history re- 
veals that a customer has been a 
chronic caller, Keyport usually 
drops the account to save the drain 
on time and expense. 


Shows Miniature Case History 


Account records are kept on a 
Remington-Rand Kardex system 
which gives the amount of gas con- 
sumed, type of appliance, payments 
and other data which presents a 
miniature case history. 

An important section of the 
office records consists of a Kardex 
cross-reference system with two 
sets of cards to cover both landlord 
and tenant. Thus in the event a 
tenant customer moves out without 
notifying the company, he usually 
can be traced through his land- 
lord. 

A demurrage charge serves a 
double purpose: (1) if it is not re- 
newed within a reasonable amount 
of time, the company is aware that 
there is something wrong; and (2) 
it acts as a check on “dead-beats.” 

Billing is made monthly and 
credit extended on a 30-day basis. 
However, if an account owes for 
more than one tank’s supply at a 
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time, credit courtesy is not ex- 
tended. i 

These office records are handled 
by a force of three persons, al- 
though there are 19 employes in 
all. Those working in the LPG 
section are placed under the super- 
vision of Harry Gale and are 
directly responsible to Stephen 
Patterson, service and __ sales 
manager. Mr. Patterson follows up 
all calls that come into the office, 
either on new business leads or for 
servicing of existing accounts. 

The firm’s signature line and 
trade-mark utilizes the name of the 
town; the trade name _ superim- 
posed upon a “key” background. 
Another strong means of identi- 
fication is the practice of painting 
all of the four trucks a distinct 
yellow so that they can be easily 
identified as they roll along Key- 
port streets. 

Employe relations are on a high 
level and there is a very low rate 
of turn-over. This satisfactory 
condition exists largely because of 
the company’s profit-sharing plan 
under which a certain percentage 
of net profits are turned back to 
employes every three months with 
an extra check besides their usual 
pay. Such a system has worked out 
even better than the usual incen- 
tive plan, the management reports. 

New employes work under close 
supervision for at least three 
months until they learn the busi- 
ness. They are given thorough in- 
struction by Mr. Patterson as to 
the correct percentage of gas to 
install, how to check on installa- 
tions and other safety and technical 
matters. 
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Mississippi 

Three hundred Mississippi L.P. gas 
dealers, their wives, suppliers and 
guests, attended the annual conven- 
tion of Mississippi LPG Dealers 
Assn. April 13-15 at Edgewater Gulf 
hotel on the Gulf coast. 

A main feature of the meeting was 
the panel discussion by 10 industry 
experts on various phases of the in- 
dustry, including: fuel supply, tanks 
and appliances; finance and credit; 
rules, regulations and laws; sales; 


ASSOCIATIONS 





rolane Gas Co., New Orleans, La.; 
John A. Grice, Quick & Grice, 
Picayune, Miss.; T. R. Ewing, Ewing- 
McCoy Gas Co., Tupelo, Miss.; and 
Mark Brunner, General Gas Corp., 
Baton Rouge, La. 

Other talks were given by J. L. 
Brakefield, Liberty National Life In- 
surance Co., Birmingham, Ala., who 
discussed the superiority of the free 
enterprise way of life; R. H. Mahnke, 
who reported on activities of the 
LPGA; and Bill Childers, Phillips 
Petroleum Co., whose illustrated lec- 









collections and accounting proce- ture advanced the thought that ‘ 
dures. tractor conversions was the _ best F 
Panel members were G. L. Brennan, method of obtaining a year around 
LPG division manager, Warren Pet- balanced gas load. i 
roleum Corp., Tulsa, Okla.; Emmett G. L. Brennan of Warren Petroleum | 
Smith, president, Southern Heater discussed underground storage prob- hi 
Co., New Orleans, La.; Frank W. lems, while the “Importance of at 
Row, sales coordinator, LPG division, Trained Personnel” was presented by th 
A. O. Smith Corp., Houston, Tex.; LL. V. Johnson, director of Southern hi 
KE. E. Bishton, vice president, LPG Technical Institute, Chamblee, Ga. th 
Credit Corp., Cleveland, O.; John H. be 
Allen, director, LPG division, Office of . . : 
Mississippi Motor Vehicle Comptroller, Wisconsin ki 
Jackson, Miss. A bold step toward permanent a 
Also Thad L. Fowler, president, state-wide industry promotion in Wis- , 
Fowler Butane Gas Co., Inc., Hatties- consin is being undertaken by Pl 
burg, Miss.; W. U. Moss, Jr., Pet- Wisconsin LPGA through purchase of , 
Outstanding event of Mississippi convention—Panel discussion of all phases of LPG in- Fi 
dustry. Members of panel, left to right, John H. Allen, director, LPG division, Mississippi ro 
Motor Vehicle Comptroller, Jackson, Miss., Rules and Regulations; Frank W. Row, A. O. P 


Smith Corp., Houston, Texas, Tank Supply; E. E. Bishton, LPG Credit Corp., Cleveland, O., 





‘\ BRUNNER 
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Officers and Board of Directors of Mississippi LP Gas Dealers Assn. who served as 

convention committee. Seated, left to right, Lewis Graeber, president; John A. Grice, 

vice president; H. H. Whitworth, secretary-treasurer; Dewey S. Dearman, chairman, legis- 

lative committee. Standing, left to right, Fred Gunter, Jack Grundfest, Earl Hanna, and 
T. R. Ewing, members of board of directors. 


a permanent building at the State 
Fair grounds in which will be dis- 
played LPG information during State 


Fair week. 

A committee, headed by Tom Quail, 
has been engaged in raising funds to 
support the program. At the display 
this year Wisconsin dealers will ex- 
hibit a complete diorama illustrating 
the LPG industry through all stages 
of handling to its goal in the rural 
kitchen and farm. A complete mod- 
ern LPG gas kitchen and laundry for 
demonstrations and permanent 
plaques, advertising firms who sup- 
port the program, will also be in- 
cluded. 


Michigan 
A series of educational district 
meetings were held in six Michigan 
cities during May by Michigan 
LPGA covering the subjects “How to 
Sell Gas Ranges Retail” and a safety 
program. Dealers attended dinner ses- 
sions at Kalamazoo, Flint, Bay City, 
Alpena, Traverse City and Marquette. 
Michigan’s summer meeting, com- 
bining business and pleasure, had a 
good attendance at Johnson’s Resort, 
Houghton Lake, June 20-22, accord- 
ing to John Kelderhouse, LPGA 
North Central district secretary. 


Finance and Credit; Emmett Smith, Southern Heater Co., New Orleans, La., Appliance 
Supply; G. L. Brennon, Warren Petroleum Corp., Tulsa, Okla., Gas Supply; Representing 
dealers: T. R. Ewing, Tupelo, Miss.; W. U. Moss, Jr., New Orleans, La.; John A. Grice, 
Picayune, Miss.; Mark Brunner, Baton Rouge, La., and Thad L. Fowler, Hattiesburg, Miss. 











Montana 


A discussion of “Supply Prospects 
for 1952-53 and Planning for a Bal- 
anced Load” was of particular inter- 
est to the 68 dealers and suppliers 
who attended the April 7-8 meeting of 
the Montana Liquefied Petroleum 
Gas Assn. in Great Falls. The talk 
was presented by Bud Parkhill, Calor 
Gas Co., and J. A. Cooley, Pure Oil 
Co. 

According to J. C. Crawford, LPGA 
district secretary, attendants came 
from Canada, Washington, Oregon, 
California, Wyoming, and Colorado, 
in addition to the host-state of Mon- 
tana. President Fred C. Jones, Union 
Natural Gas Co., Great Falls, pre- 
sided. 

Other talks of special interest in- 
cluded one by W. G. Maloney, U. S. 
Dept. of Commerce, who spoke on 
“Federal Regulations Applying to the 
L.P. Gas Industry.” Howard D. 


White, LPGA vice president, spoke on 
his activities in Washington, D. C. 


Eastern Canada 


LPGA’s Eastern Canadian district 
held a two-day meeting in March at 
which time E. M. Sanderson, of 
Thornhill, Ont., was elected director. 
The meeting was held at the Windsor 
hotel in Montreal. 

Keith Schram, London, Ont., was 
chosen chairman of the technical and 
standards committee; D. C. Ferguson, 
Hamilton, Ont., heads the educational 
committee; and Jean Simard, Mont- 
real, is chairman of the convention 
committee. 

During the meeting it was revealed 
that during the past four years more 
than 4500 homes and stores in the 
Lakeshore and Laurentian areas have 
installed LPG units. The greatest in- 
crease, however, is reported to have 
taken place in Ontario. 





AUGUST 


4-5—TENNESSEE L. P. GAS ASSN. An- 
nual Convention. Andrew Jackson hotel, 
Nashville, Tenn. 


4-6—LOUISIANA L. P. GAS _ SERVICE 
SCHOOL. Baton Rouge, La. 


18-19—-KENTUCKY L. P. GAS ASSN. 
Annual Convention & Trade Show. 
Seelbach Hotel. Lovisville. 


SEPTEMBER 
7-10-— EASTERN 1. P. GAS SERVICE 
SCHOOL. University of Bridgeport. 
Bridgeport, Conn. 
29-30—UTAH L. P. GAS ASSN. Fall Meet- 
ing. Salt Lake City. 





CALENDAR 





OCTOBER 


12-18—OIL PROGRESS WEEK. 
27-30—AMERICAN GAS ASSN. 34th An- 
nual Convention. Atlantic City, N. J. 
27-31—GAS APPLIANCE MANUFACTUR- 
ERS ASSN. Exposition. Ambassador 
hotel, Auditorium, Atlantic City, NJ. 
30— NORTHEASTERN DISTRICT, LPGA. 
Ambassador Hotel. Atlantic City, N. J. 


NOVEMBER 
10-13 — AMERICAN PETROLEUM _INSTI- 
TUTE. Annual meeting. Conrad Hilton 
and Palmer House hotels, Chicago. 
19—AMERICAN STANDARDS ASSN. Wal- 
dorf-Astoria hotel, New York, N. Y. City. 
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A NEW ADDITION ~ 


To the Complete a f“e 


Line of PREMIER "Fah i- Designed; /, 
GAS RANGES | 















The revolutionary 30” Premier range 
has all the “bound to be bought” 





features that your customers will 





appreciate. With the new Premier 30”; 
you're selling the biggest oven in any 
range in the economy class. Bigger, 
even, than in higher-priced models. 
ST-lie Mm cel mel¥] amecoliite)(-11-¥a atime] fo] (ole mm 
today. PROFIT: WITH PREMIER. 


Big, Two Oven Capacity 
In Just One Oven! 


. And Premier offers customers these additional 
big-range features! Two giant-size and two regular- 
size Harper-Wyman burners .. . Robertshaw thermo- 
static controi . . . convenient, work space top... 
large broiler . . . fully insulated . . . easy-to-clean 
porcelain enamel finish. 











Premier Since 1912 " 


Premier STOVE COMPANY i 


100 SOUTH SIXTEENTH ST., 












BELLEVILLE, ILL. 
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Southeastern District 


The fourth Southeastern L. P. 
Gas Service School, June 9-12, at 
Chamblee, Ga., was well attended by 
industry mem- 
bers. The course, 
designed to fur- 
nish up to date 
LPG service men 
stallation infor- 
mation to the 
LPG service man 
and _ operators, 
was jointly spon- 
sored by the 
Association and 
Georgia Tech. 

R. H. Wherry, 
Gas Equipment 
Supply Co., At- 
lanta, was elected to membership on 
the Southeastern District Executive 
committee, representing the manu- 
facturers, producers and distributors 
in matters before the Board, which 
now consists of seven voting and five 
advisory members. 





R. H. WHERRY 


Tentative plans are underway for 
a L.P. Gas Management Short Course, 
patterned after the first successful 
one at University of Kansas in April. 
Details are being worked out by the 
district’s educational committee for a 
proposed course this Fall. District 
members are being canvassed as to 
their ideas for such a management 
program. 


Nebraska 


Arrangements have been completed 
by Nebraska LPGA for its 1953 con- 
vention, scheduled April 13-15, 1953, 
at Fontanelle Hotel, Omaha, ac- 
cording to Fremont Meyers, executive 
secretary. Warren Voss, South Sioux 
City, heads the group. 
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Alabama 


The Alabama LPGA has voted to 
employ a full-time executive secre- 
tary for the state organization and 
has appointed John W. Rooney, Mont- 
gomery, to the office, following a one- 
day meeting in Montgomery presided 
over by Jim Cleghorn Jr., Anniston, 
president of the 87-member state 
group, which services more than 
100,000 LPG consumers. 

Mr. Rooney, who took office May 
15, was formerly secretary of the 
LPG Commission, a state regulatory 
body. Offices have been established at 
3640 Narrow Lane Rd., Montgomery 
6, Ala. 

The Alabama group contemplates 
publication of a monthly bulletin to 
start in the near future and mailed 
to its membership. 


LPGA 


As a result of an error in the 
minutes of the Section meetings at 
the recent LPGA Chicago convention, 
it was erron- 
eously reported 
in the June issue 
that Roger De- 
Lacy had been 
named Utilities 
section chairman. 
Mr. DeLacy is 
secretary of the 
group and John 
Knox Smith, 
Metrogas, Inc., 
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Chicago, is the 
new chairman. 
A. C. FERRELL LPGA member- 
ship, keeping 
pace with industry growth, has 





reached a new all-time high of 1538, 
as of May 14, according to A. C. 
Ferrell, Atchison, Kan., membership 
chairman. 

The 1953 LPGA convention will be 
held the week of May 3, 1953, at the 
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PACKAGED 





Systems in sizes from 150 to 
1000-gallon, for butane and pro- 
pane, in underground and above 
ground models, Dealer and plant 
storage, 6,000 to 63,000 gallons. 


i ee 


ANHYDROUS AMMONIA EQUIPMENT 


110-gallon tractor tanks 
1000-gallon trailer tanks 





6,000-gallon packaged dispensing stations. 
Dealer and plant storage, 6,000 to 63,000 
gallons. 





LP-GAS EQUIPMENT 





SF 


LP GAS SYSTEMS CAST STEEL 
FITTINGS: 
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Conrad Hilton hotel, Chicago, it has 
been announced. The LPGA board 
will decide whether the meeting will 
be three or four days’ duration. 


California 
The LPGA 
officers and a 
special commit- 
tee are working 


out details of 
consolidation of 
LPGA’s West 
Coast office with 
that of the 
Liquid Gas Deal- 
ers of California 
at Sacramento, 
authorized by the 
LPGA Board 
May 14 during 
the Chicago con- 
The jointly operated office 





GEORGE REQUA 


vention. 
would be under direction of George 


Requa, executive secretary of the 
California group, whose present ad- 
dress is P.O. Box 508, North Sacra- 
mento, Calif. 


Maryland 


Ross E. Markline, Super Therm Gas 
Service, White Hall, Md., was named 
president of the L.P. Gas Assn. of 
Maryland for 1952-53 at the group’s 
annual meeting April 22 in Balti- 
more. 

Ed. H. Fost, Fulton Radio Sales, 
Hancock, was chosen vice president, 
while W. H. Vester, Independent Gas 
Co., Baltimore, was named secretary. 
E. A. Osborne, Oyler & Osborne, Inc., 
Rockville, was elected treasurer. 

Government and industry speakers 
addressed the well-attended meeting 
which included talks by a representa- 
tive of Harper-Wyman Co.; Willard 
G. MacIntosh, Hartford Accident & 
Indemnity Co.; a representative of 
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Standard Oil Co. of New Jersey; 
Frank Mehnke, National L.P. Gas 
Promotion program; and an official of 
the NPA. , 


South Dakota 


E. G. Riley, Hills Gas Appliance 
Co., Rapid City, was elected to head 
the South Dakota L.P. Gas Assn. at 
the group’s annual convention April 
25 at Huron, S.D. “Carburetion Day” 
was a highlight of the meeting at 
which converted trucks and tractors 
were displayed and discussed. 

Chosen vice president was G. J. 
Schlandweiler, Parkston Co-op Assn., 
Parkston, while Grant S. Williams, 
Magic Gas Service, Milbank, was 
named secretary-treasurer. Harry 
Hatch, Dell Rapids, is executive sec- 
retary. 


American Gas Assn. 


Charles E. Bennett, president, The 
Manufacturers Light & Heat Co.,, 
Pittsburgh, Pa., and vice president of 
the AGA, has been elected president 
of the association by the executive 
board, succeeding the late George F. 
Mitchell who died March 26. 

Frank C. Smith, president, Houston 
Natural Gas Corp., Houston, was 
elected vice president of the AGA. 


Texas (Correction) 


In the June issue a type bug got 
into the act and switched the names 
under the pictures of two Texas Assn. 
officials appearing on Page 94. We are 
sorry that the names appearing under 
the pictures of Gene Bumpus and J. A. 
Farrar were inadvertently switched. 
Mr. Farrar is the gentleman on the 
left while Mr. Bumpus, Texas presi- 
dent, appears on the right. 
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CHAPTER SIXTEEN 


Sales Promotions That Work! 


Contests, fund raising, coupon books, free installa- 

tions, combination offers and Junior Salesladies 

are profitable plans for LPG dealer —lIf co- 
ordinated with sales force. 


T is obvious that the more 
I people you have “pulling” for 

you, the more sales you will 
be able to make and the less sales 
resistance you will encounter. 
The nearer that you can come to 
the hearts of people the greater 
will be the success of your sales 
campaign; but if it has a heart 
appeal, there must be something 
in it whereby you give of yourself. 
To cash in on any worthy cause 
without making some sacrifice 
yourself savours to much of com- 
mercializing the finer things of 
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life. Not only do you lose in self- 
respect, but people think much 
less of you when you do it. 
Dearest of all things in this 
world to parents are their child- 
ren. Their projects overshadow 
our own. The schools of today 
are filled with worthy and extra 
curricular projects. Do the high 
school students want a new or 
better athletic field? They go out 
and work upon it with pick and 
shovel and “put the bee” on us 
oldsters for contributions to it. 
They put on school plays or sell 
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things in order to raise money for 
it. Does the school band need 
new instruments or more decor- 
ative uniforms? You can be sure 
you will be tagged for a gift. Why 
not let them help you to earn this 
money? They’ll be glad to do it 
providing that your plan isn’t a 
“phony.” 

Here is a sales plan that works. 

Let us say that your local high 
school committee cannot make the 
expenditure. First talk with the 
school superintendent or principal. 
Tell him that you wish to help the 
students get that recording set, but 
do not tie the project to yourself 
by offering a special discount if 
they buy the set through you. That 
would tarnish your idealism from 
the very start and would not be 
good sportsmanship to those whose 
cooperation you need. 

Next, meet with the pupils if at 
all possible. Tell them you are all 
for their having a recording set 
and you wish to help them get it. 
Start their fund off with a contri- 
bution of $10 to which no reserva- 
tions are attached. Hand this 
check over to the proper officer 
right at this point. Then lay the 
honest facts before them. Your 
gift is small, you would like to 
make it more, but you are not a 
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rich man. You must earn the 
additional money that you wish 
to give them. If they will help you 
obtain new gas customers, you will 
give $5 to their fund for each 
customer they assist you in obtain- 
ing. 

If they will help you sell gas 
appliances, you will donate 10% of 
the purchase price of each ap- 
pliance providing that no price cuts 
have to be made. Explain that on 
a trade-in the amount of the allow- 
ance on an old appliance will have 
to be deducted from the purchase 
price and the commission paid only 
upon the balance. 

They do not have to make the 
actual sale; they merely talk with 
people about your gas service and 
appliances. If you are successful in 
closing the deal with anyone with- 
in three months of their interview, 
then their fund benefits accord- 
ingly. 

If they are interested in the pro- 
position you will provide them with 
registration cards which they are 
to have the “prospects” fill out at 
the time of the interview. They 
are to turn these cards in to you at 
your store. These cards should be 
post card size and worded like 
Figure 1. 
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Next, support their campaign 
with an advertisement in the local 
newspaper. Tell the facts; the 
youngsters wish to have a record- 
ing set, you believe that they 
should have it, you are helping 
them to get it by giving them a 
chance to earn it. Explain the plan 
in sufficient detail. Be sure to 
spike any thought of heartless com- 
mercialization of their hopes by 
killing it before it has a chance to 
get started. Make it plain that this 
is costing you money, but the only 
way you can help them is by giving 
them a chance to help you earn that 
money. 

A modification of this type of 
sales promotion is the _ so-called 
merchants “free gift’? coupon book. 
Under this plan a _ group of 
merchants gets together and au- 
thorizes the issuance of a coupon 
booklet which contains up to $25 
worth of free services if the booklet 
sells for $1.00, and up to $100 if 
it sells for $5. Each booklet may 
contain two coupons from you, the 
dealer, for a free gas installation 
and a $10 allowance on a gas 
appliance. Only one coupon is ac- 
ceptable from a customer for any 
one particular type of service, and 
he or she must prove that the 
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‘coupon booklet was originally 
issued to the person claiming 
credit. This promotional idea has 


worked successfully in many com- 
munities. 

In recent years the electric com- 
panies have been doing a _ par- 
ticularly effective piece of promo- 
tional work by installing electric 
cooking appliances in the domestic 
science departments of our high 
schools without making any charge 
to the school district for the ap- 
pliances. Each year the appliances 
are removed and the latest models 
installed in place of them. 

Gas dealers, lacking the central 
control of the electric companies, 
have been slow to offer free gas 
appliance installations to the 
schools and have thereby lost a con- 
siderable amount of prestige with 
the coming generation. The inde- 
pendent gas dealer can afford to 
use this type of promotion as well 
as the electric companies. I urge 
strongly that gas dealers insist 
upon equal representation in our 
public schools, for there is no 
financial reason why they should 
refrain from this particularly 


effective type of sales promotion. 
The longer this is neglected the 
greater is 


the sales resistance 
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4 Among many reasons for the exceptional loyalty of users and dealers to 
he the Buehler line, is one that never appears on a specification sheet, bill 
of sale, or profit statement. It is “Freedom from Worry.” 





J Users know that any Buehler LP-Gas plant will give reliable service in 








<TT the face of bad weather, extreme temperatures; even old man Time him- 

















self. The Buehler moisture-free feature finds favor everywhere. Top- 
mounted fittings and regulator are enclosed in a heavy guard box. 
Factory inspection standards exceed required codes. But what’s more 
important is the “100% Quality” which built Buehler’s reputation for 
making the finest LP-Gas plants obtainable. 








TANK & WELDING WORKS 


5000 PACIFIC BLVD.; LOS ANGELES 58, CAIIf. 
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created with the coming genera- 
tion. 

Several dealers have a standing 
offer of a free gas installation for 
any church, fraternal or beneficial 
organization, and they furnish the 
appliances for such organizations 
at actual cost. They consider this 
practice to be a very beneficial form 
of promotional advertising and the 
goodwill created has been respon- 
sible for many gas appliance sales 
that can be directly traced to this 
practice. 

Cooperation with local Grange 
organizations and 4-H clubs has 
been found also to be particularly 
effective. 

Church or fraternal organization 
supper clubs are effective when a 
struggling organization wishes to 
procure gas cooking appliances for 
a meeting hall. One such organiza- 
tion in a small Maine town was 
having difficulty even paying the 
rent, but wished to get commercial 
cooking equipment. They decided 
to put on _ old-fashioned bean 





suppers to raise the necessary cash. 
Five such suppers were planned, 
but by the time they held the 
second one, they had enough money 
to buy the gas appliances. 

There are many such plans into 
which the dealer need not insert 
himself except in the way of co- 
operation, but he can be helpful in 
making suggestions so that worthy 
groups can earn money. People 
will buy many more things if they 
can see a way by which the money 
can be obtained. Raffles have been 
suggested and promoted by some 
dealers to help an organization pro- 
cure gas equipment. 

There are many ways in which 
present users also can be put to 
work for you. One method is the 
Junior Saleslady Plan. The terri- 
tory which you serve is divided 
into sub-territories which can be 
adequately covered by one part- 
time saleslady in each sub-terri 
tory. Selection of the Junior Sales- 
ladies is confined to your present 
gas users and further limited to 





Mr. Richard Roe, President 


Dear Mr. Roe: 





Figure 1 


Pro Bute Company, West Overshoe, Maine. 





M a student of the West Overshoe High School 
has spoken to me today about: Pro Bute Gas Service............ (Check here)............. 
A new gas appliance 


I understand that if I become a Pro Bute customer or purchase a new gas 
appliance from you within three months of the date above given, you have agreed 
to make a contribution to the fund being raised by the students for a new recording 
set in accordance with the terms that are printed on the reverse side hereof. 








Signed 


Address 
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those whom you are convinced can 
and will make sales for you. They 
are paid commissions on appliance 
sales like any other salesperson in 
your employ, but they must 
actually call upon the prospect, be 
instrumental in closing the sale 
and arrange definite appointments 
with prospects for you. 

If you employ a regular sales- 
man, he can do the closing for you 
and a scale of split commissions 
should be set up between your 
salesman and the Junior Sales- 
ladies. Under no circumstances 
should Junior Salesladies be paid a 
commission for simply listing a 
name unless you have some agree- 
ment to this effect with your 
regular sales force. 


@ 
Contests Good Business Builders 


Contests for the purpose of 
acquiring more business can be 
good business or they can be 
staggering wastes of time, money 
and energy. In any contest which 
you run, to be successful, (1) must 
tie in with what you are trying to 
sell, (2) must be carefully and im- 
mediately followed up with intense 
and intelligent sales effort to the 
prospects before interest in the 
product wanes, and (3) must not be 
out of proportion to the cost of 
business obtained thereby. What 
good is any contest if it costs more 
than you could ever hope to gain by 
it? 

I stated in Chapter 15 (June 
issue) that the advantages of gas 
were speed, economy, safety, flexi- 
bility, cleanliness and dependa- 
bility. There are other advantages 
such as convenience and uniform 
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results. Why not a contest in 
which papers of 500 words or less 
are submitted on the subject, “I 
think that gas is the best cooking 
fuel because ”2 One woman, 
an electric range user, gave 36 
reasons why she thought gas was 
the best cooking fuel and really 
convinced herself of it in writing 
such a paper. She now has a gas 
range! 

Other contests pertaining to par- 
ticular qualities of gas may be 
used. Take the quality of speed, a 
range with a giant burner is dis- 
played as a prize. A giant burner, 
an exact duplicate of the one on the 
range, is also set up as a “live” 
demonstration with a card stating 
that it is an exact duplicate of the 
one on the range. Contestants are 
to guess how long (in minutes, 
seconds, and tenths of a second) it 
will take that burner to boil one 
quart of water. Temperature of 
the water to start is to be 50°F, 
and a singing teakettle is used. On 
the day of awarding the prize an 
actual test is made in the presence 
of the contestants. 

“Live” demonstrations create in- 
terest in any contest and the 
qualities of economy and flexibility 
lend themselves readily to demon- 
stration. 

A cumbersome yet effective il- 
lustration of flexibility can be made 
by having an electric motor drive 
a device which turns a gas valve on 
and off gradually about three times 
per minute. A _ by-pass is run 
around the valve with a pilot-ad- 
justing valve in it so that when the 
valve is in “off” position the 
burner will be operating upon 4 
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A HEATER WITH A 
DOUBLE PURPOSE 








REZNOR UNIT HEATER GIVES 
YOUR CUSTOMERS WARMTH 
NEXT WINTER 


-.. Warmth that is delicately controlled 
and evenly distributed precisely where it's 
wanted. With Reznor’s exclusive aerody- 
namic heat exchanger, more efficient op- 
eration saves money. Installation of floor 
or suspended units is simple and quick. 
Call on next winter's “hot” prospects 
today, and let them enjoy cooling comfort 
this summer. Your profits can't wait. 


REZNOR 


THE WORLD'S LARGEST-SELLING 
GAS UNIT HEATER 





FOOD STORES FACTORIES GAS STATIONS 
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REZNOR UNIT HEATER 
Cools Customers THIS SUMMER 
Reznor fan moves huge volumes 
of invigorating air 




















REZNOR MANUFACTURING CO. 
“4 UNION ST. © MERCER, PENNA. 
Send me 20-page Catalog in Full Color 





NAME 
FIRM 
ADDRESS. 
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You can't afford to 
salespeople! 


“welch” with your 


very low by-pass flame. It is fas- 
cinating to watch the flame rise and 
fall slowly, and here again the con- 
testant can guess as to the con- 
sumption of gas in one week’s 
time. 

By adding a concealed counter of 
the odometer type the number of 
times that the valve opened and 
closed during the contest could be 
counted and _ contestants could 
guess on that as well. Incidentally, 
a valve opening and closing three 
times a minute would operate 
30,240 times in seven days! 

Obviously the valve would have 
to be a good one, free of action and 
well lubricated to start with, but a 
good valve will stand this test, 
which is more abuse than it would 
receive in three years of normal 
usage. As to the durability of 
electric ranges, try the same test 
on a 2000-watt top burner switch 
and see how many days it will 
stand this kind of abuse! 

The awarding of the grand prize 
and other prizes can be made into 
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quite an event to provide you with 
additional prospective customers if 
it is conducted properly. You 
must make certain that the entire 
contest is conducted with every ap- 
pearance of honesty and fairness 
and the integrity of your judges 
must be above reproach. You must 
also make sure that your choice 
of judges is appropriate. 

This brings us to the expense of 
such contests and their usefulness. 
The prizes which you offer are but 
a small part of the amount which a 
contest costs, and unless it results 
in sufficient sales to pay for itself 
and awaken interest, the whole 
thing has not been worthwhile. If 
your contest is run with great 
efficiency it can result in as high as 
10% sales, but 6% would be 
nearer a good average. Contests 
which fail usually do so for two 
reasons: (1) overestimating the 
appeal of the contest and therefore 
spending too much money upon it, 
and (2) lack of proper follow-up. 

One danger to be avoided comes 
from the temptation to get large 
numbers of people into a contest 
rather than a limited number of 
gilt-edged prospects. Such an error 
runs up the cost of a contest, 
makes laborious the job of sifting 
the chaff from the wheat, and 
dilutes the sales effort which can 
be expended upon real prospects. 

Whatever kind of sales contest 
you are running keep in mind, 
from the moment it starts until the 
last possible result has _ been 
squeezed from it, that it is a sales 
campaign. Selling must start the 
minute that the campaign starts. 
You cannot, of course, immediately 
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lator and pig-tail . . . these are but a information on the type, capacity, increase your sales . . . everything to 
ror few of the outstanding features that allowable pressure and temperature, help you sell the A. O. Smith System 

make the A.O.Smith Liquid Gas dimensions, UL seal, and U-69 at a profit... is yours as an A. O. i 
est, System easiest to service, finest to own. compliance. Smith dealer. 
ing Basic design of exclusive “Vapor You offer superior dependability A. QO. Smith Liquid Gas Systems are 

me” gives you maximum conven- when you sell A. O. Smith Liquid Gas available for early delivery in stand- 

and ience, accessibility and safety of end Systems ... with a written guarantee ard sizes up to 3500-gallon capacity. 

fittings, means time-saving servicing attached to the tank at the factory... Orders for larger sizes are also ac- 
CaN & and streamlined eye-appeal. backed up by 78 years of engineer- _ cepted. 
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A. O. Smith welded 
with bottom opening to assure you 
of a “water-free” tank, visible float 
gauges at eye level, easy filler hose 
of attachment, direct down-flow regu- 
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CORPORATION U 
HOUSTON, TEXAS 
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Assurance of quality is in the easy-to- 
read name plate which every A. O. 
Smith Liquid Gas System displays 
in the “Vapor Dome”. . . to give 
both customer and serviceman full 


construction, ing and manufacturing experience. 
Nation-wide warehousing, with 
direct-to-your-yard delivery;complete 
assortment of advertising material to 
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Salesmen acquire callouses ringing door- 
bells. 


start trying to sell Mrs. Prospect 
a “Queen’s Taste” range, such as 
the one which you are offering as 
a prize in the contest, for it would 
be as much as saying, “I don’t 
think you are going to win it, so 
you’d better buy one now and save 
yourself the trouble of the con- 
test,” but you can create properly 
such a desire for that range that 
she is going to buy one anyway if 
she doesn’t win it. 

At the closing of the contest you 
and your salesmen really go to 
work, for the contest itself has 
been but a preliminary. You go out 
and acquire callouses on your 
thumbs pushing doorbellls, for 
every contestant must be called 
upon. This call upon the losers re- 
quires courtesy and tact. Some- 
thing like, “you made a splendid 
try and I gained a new idea from 
your paper,” should be the line of 
attack. How do you know which 
was Mrs. Roe’s paper ?—by match- 
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ing up the numbers on the papers 
submitted with the numbers on the 
contest admission tickets. Be sure 
that you actually read her paper 
before calling upon her. 

A consolation prize is not a bad 
idea at such a time if you can 
afford to give one. This can some- 
times be done by awarding a $10 
consolation prize good only toward 
the purchase of a range and given 
to contestants only. The time to 
award a consolation prize is not 
at the same time that the main 
prize is awarded — better at the 
time of a personal call upon the 
prospect after the contest has been 
decided. ‘‘We weren’t going to give 
any other prizes than the main 
one, but you did so well we feel 
you are entitled to something ’”’ is 
sweet music to a woman’s ears, and 
quite compelling. 


Success Lies in Follow-up 


In the follow-up of your sales 
contest lies the success or failure 
of it. Its purpose has been to 
acquire prospects to whom you can 
make sales. If these prospects are 
not followed up the contest has 
been an entire loss. Doorbell ring- 
ing is the bane of all salesmen. 
They don’t like it. It can be irk- 
some until an aptitude for it is 
acquired, but making calls is still 
the foundation upon which success 
in selling is built. There isn’t any 
substitute for asking them to buy! 

Whatever sales plan you have, 
it must have rules by which it 
is guided and those rules must 
be strictly and impartially ad- 
minstered. Unless you do this you 
will lose the respect of not only the 
contestants but of others who will 
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hear about it, and bad news gets 
around a whole lot faster than good 
news. It is human nature to prefer 
heaving brickbats to tossing bou- 
quets. 

At one time special premiums to 
salesmen were quite the vogue, and 
there are salesmen who will work 
harder for a “gadget” prize or a 
trophy than for a straight sales 
commission. This is all very well 
if the prize offered is of relatively 
high value in relation to the value 
of what you are trying to sell, but 
I have never had convincing proof 
that “gadget” prizes had much to 
do with completing any gas ap- 
pliance sale. American women 
know what they want, and they are 
much more apt to be tempted by a 
saie price than by a glittering 
cooking utensil. 


Use Combination Offers 


Better than this, why not com- 
bine two gas burning appliances in 
a sale? Let us say that you have a 
gas range that ordinarily sells for 
$150 and a water heater that sells 
for $100. You will sell more ap- 
pliances and gain a greater gas 
load by offering to sell both ap- 
pliances for $239.50 than to try to 
sell them separately at $150 and 
$100 each with a silver plated 
gravy ladle and a case of washing 
powder thrown in. 

Whatever sales _ promotional 
plans you may decide to use, they 
must be coordinated with the 
regular activities of your sales 
force. Salesmen for the most part 


are incurable optimists and they 
have to be optimists because of the 
very nature of their profession. It 
is not too difficult a task to sell 
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them an idea of cooperative action 
if it has any semblance of value. 

Let us say your salesman can sell 
eight ranges per month by the 
“cold turkey” method of pushing 
doorbells. He is better off to cut 
his commission from 10 to 5% and 
sell 20 ranges per month. It is the 
old story of volume production at 
smaller unit profits producing 
greater gross profits. Put the pro- 
position up to your salesmen before 
a sales promotional program is 
started rather than try to “adjust” 
the mater with them afterward. 

Be sure that there are definite 
rules as to the payment of commis- 
sions and that these rules are 
rigidly enforced. You can’t afford 
to “welch” with salespeople. Their 
enthusiastic performance depends 
as much on their faith in you as in 
their belief in the products which 
you sell. Once either of these is 
destroyed, you have a ruined sales 
organisation on your hands. Make 
good on your promises and be fair 
to your salespeople, even if it hurts 
at times! 


Union LP of Kansas Builds 
Additional Office Quarters 


The Union L-P Gas Co., Iola, Kan., 
is now expanding its office by build- 
ing an addition to its present site 
west of Lincoln street on North 
State. 

G. O. McGuire, office manager for 
the company in Iola, said the new 
room, 40 by 28 ft. will be used 
strictly as additional office space. It 
is of concrete block construction, with 
the exterior painted white to match 
the attractive building the company 
has been using at that location for the 
past few years. 











And Not a Drop 






of LPG Lost 


NE glance at these pictures and 
you'll get a quick impression 

that here is a perfect setup for explo- 
sion and fire of flammable products. 
Yet there was no such holocaust, even 
though several of these tank cars 
plunged down a 20-ft. embankment. 
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These tank cars were rumbling 
down the rails near Zarah, Kan., 
loaded with Philgas LPG product, 
when suddenly something happened 
that sent 7,000 tons of steel—29 cars 
—leaping from the rails to collapse 
into the twisted pile-up of railroad 
scrap shown in these pictures. Twenty 
of the cars were loaded with LPG. 


But not a single tank leaked—not 
a drop of fuel was lost! 


After the wreck, all cars, in spite 
of their damage, were moved on to 
their proper destinations on flatcars, 
gauged and unloaded without diffi- 


culty. No cancelled shipments, no 
costly delays at the height of the 
critical season resulted. 


(Courtesy Philgas Time, Philips 
Petroleum Co.) 
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-These are the reasons 


why M ETALBES ar Th 


is the hest gas vent 









FAST, EASY INSTALLATION 
Sturdy, die-formed couplers slip together read- 
ily without forcing. No cement, mastic or band- 
ing material needed. Adjustable lengths and 
elbows eliminate costly cutting and — 
speed installation. 






SAFE, EFFICIENT VENTING 
Double-wall Metalbestos gives a “hot stack" 
quickly and conti ly for complete removal 
of fumes — yet air-insulated outer pipe remains 
cool even after prolonged operation. Precision- 
made couplers seal both inner and outer pipes 
. cannot pull apart to cause dangerous leaks 








DURABLE AND DEPENDABLE 
All-aluminum, sturdy construction eliminates 
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at 8, Write today 
liffi- for Free VENTING MANUAL - 
no This useful manual, “Venting i, DIVISION 
the of Gas Appliances," contains > * 
important rules and helpful tips ue WILLIAM WALLACE COMPANY + BELMONT. CAL 


on approved venting prac- 
tices. No cost or obligation, 
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. Write today to Dept. M 
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PRODUCTS 





Dispensing Unit 


BOWSER, INC. 
1301 E. Creighton Ave., Fort W. aeeial 


~ 


Model: Bowser Dispenser 


Description: Features include posi- 
tive displacement measuring unit, 
35 gpm maximum capacity, one- 
piece front and baek housings and 
two flow indicators. The Bowser 
interlock prevents starting of pump 
until zallon and money indicators 
have been reset to zero. The 13-ft., 
l-in. high pressure black hose is 
equipped with a self-closing, bay- 
onet locking, rigid tip nozzle. 

This dispensing unit also features 
inlet, vent return, blow-down, back 
pressure check, excess flow check, 
differential pressure control, safety 
relief and deadman control valves. 
The pressure gauges, located in the 
dial, show pressure on the storage 
tank and pressure at the hose inlet. 
The dispenser, with a working 
pressure of 250 psi and rust-resist- 
ant “nielite” finish, has two illumi- 
nated advertising panels. 











; 


Heater 


LOCKE STOVE CO. 
114 W. Eleventh St., Kansas City 6, Mo. 


Model: Warm Morning Series 340 


Description: This series consists of 
two models which are identical ex- 
cept for control equipment. Model U 
is equipped with a Robertshaw “Uni- 
trol,” and Model B has a Baso 100% 
safety pilot and a manual shut-off 
valve. Both of these models have 
an AGA-approved input rating of 
40,000 Btu. A recessed radiant front 
of heavy molded glass panels and 
a reversible flue pipe collar are 
featured. 

A special attraction of all Warm 
Morning gas heaters is the “heat 
ramp.” This inclined rectangular 
convector tube, which runs diagonal- 
ly upward through the combustion 
chamber, increases the heating sur- 
face area and provides a channel 
through which heated air moves 
from the rear to the front of the 
heater. Over-all heating efficiency is 
achieved through this improvement, 
says the manufacturer. 
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PRODUCTS 





Pressure Regulator 


C. A. NORGREN CO. 
3400 S. Elati St., Englewood, Colo. 


Model: Norgren Regulator 


Description: Exact control of pres- 
sure in the range from 0 to 30 psi 
at 0 to 2 cfm is obtained with this 
regulator. It is suited for use with 
air-controlled instruments and any 
process which requires air, nitrogen 
or other inert gases whose pressures 
must be precisely controlled. 

The unit operates on primary line 
pressures up to 400 psi with delivery 
pressures ranging from 0 to 30 psi. 
A built-in relief device for excessive 
pressures is also included. 








Dispensing Unit 


ROCKWELL MANUFACTURING CO. 
400 N. Lexington Ave., Pittsburgh 


Model: 760 
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Application: To increase the efficien- 
cy of tank truck and loading rack 
operations. 

Description: Featured in this unit 
are check and service valves, a 
piston meter, a differential valve 
and a strainer. The bronze, two 
piston, reciprocating type, positive 
displacement meter is designed for 
350 psi working pressure at atmos- 
pheric temperatures and has a flow 
range of from 5 to 30 gallons per 
minute. The slippage of liquid past 
the piston is prevented by two 
leather cup washers which are held 
in contact with the brass lined cyl- 
inders by _ stainless steel _ spiral 
springs formed in circles. The piston 
meter can be furnished with small 
non-reset, small and large reset, and 
printing registers. 

The patented Parkhill-Wade sys- 
tem is used to keep the product in 
a liquid state throughout the meter- 
ing operation. Descriptive Bulletin 
OG-250 is available at the company. 
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Space Heater 


ADAMS BROTHERS MFG. CO., INC. 
1500 North Ave. W., Pittsburgh 


Model: Cheerful Radiant Heater 


Description: This heater is available 
in three sizes: 21,000, 25,000 and 
30,000 Btu input. It features in- 
sulated cabinet construction, which 
provides cool surfaces on sides, back 
and top of the heater. 

The finish is natural tan, set off 
by full hearth sections of polished 
chromium. Fine heating qualities 
are obtained by the heavy-duty 
radiants and the channeled interior 
construction, which has been design- 
ed for improved warm air output. 








Gas Control 


A-P CONTROLS CORP. 
2539 N. 32nd _St., Milwaukee 


Model: Gasapack 50 


Application: For providing even wa- 
ter temperature control for domestic 
water heaters. 










Description: This unit includes built- 
in main and pilot cocks, pilot filter, 
100% automatic shut-off safety 
pilot and an automatic main valve. 
Water temperature is regulated 
through a contact-type thermo bulb 
fastened against the water tank, 
which eliminates the necessity for 
a “spud” inserted into the tank. 
This advantage enables the unit to 
be positioned inside or outside the 
water heater housing. 

The control unit and main burner 
can be mounted integrally so that 
the complete assembly can be in- 
stalled or removed and serviced as 
a unit. All gas orifices are removable 
from the front to facilitate service. 
An easily accessible water tempera- 
ture adjustment lever aids in quick, 
accurate settings, and a three cu. ft. 
pilot filter reduces the risk of shut- 
down due to impurities in the gas. 
The unit provides complete safety 
in operation. 
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meet a great new 
Calas Builder | | 


Already in general use in many parts of the 
country and now all set to work for you 
. .Stimulating adequate storage facilities 
... solving fuel shortage problems 
.. building off-peak load 
is a “salesman” you’ve long wanted on your 
staff. 

This new salesman is the Adequate Storage 
Program developed by the National Commit- 
tee for LP-GAS Promotion in cooperation 
with weather experts, heating engineers, pro- 
ducers and marketers. 

Included in the free introductory kit is a 
24-page “LP-Gas Storage and Ratio Manual,” 
a sample advertising folder for consumer 
mailings and other helpful items. Also avail- 
able is a sound-slide film, “Facts about LP-Gas 
Storage,” for presentation atindustry meetings. 








The Program in a Nutshell. . . is designed to help LP-Gas Marketers 
achieve a one-to-one ratio between winter and summer deliveries, protect 
their customers against shortages during peak use periods, 
and promote additional off-peak uses for LP-Gas. 





How You Can Benefit Quickest 


i. aan Send for your copy of the introductory kit 
and start making adequate storage a reali 
in your territory. Remember—the kit i se f 
is free. The attractive consumer folder, the 
manual and other program materials may 
be purchased in quantity at low cost—with a 
enerous discount to Program members. 
n’t delay—write today! 




























This emblem identifies 
companies supporting the program. 


NATIONAL COMMITTEE 
FOR LP-GAS PROMOTION 


Dept. BPN, 11 S. LaSalle St., 
Chicago 3, Ill. 
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Regulator 


HELCO PRODUCTS CORP. 
2041 Colorado Ave., Santa Monica, Calif. 


Model: 50-A 


Description: This regulator now 
comes complete with mounting lugs. 
This new economical feature elimi- 
nates the necessity for the use of 
backing plates and permits flexible 
mounting. 

Helco 50-A, which is 3% in. long, 
will handle 50 cu. ft. per hour. It is 
most adaptable for trailer or marine 
use. Some additional specifications 
of this unit are 11 in. w.c. delivery 
pressure, % in. pipe inlet connec- 
tions, and % in. pipe outlet con- 
nections. It performs satisfactorily 


in every climate and at every alti- 
tude. 





Potentiometer 


MINNEAPOLIS-HONEYWELL 
REGULATOR CO. 
Philadelphia 44, Pa. 


Model: ElectroniK Receiver 
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Application: The receiver can be 
utilized with any of the standard 
inductance bridge transmitters for 
the measurement of flow, liquid 
level or motion. 
Description: The user is able to 
indicate, record, integrate, and con- 
trol flow, liquid level or motion with 
a single circular chart instrument. 
Data can be retransmitted pneumat- 
ically to a second remotely located 
receiver. The control index from a 
remote transmitter can be reset with 
the Indexet mechanism. Conserva- 
tion of panel space is achieved by 
combining a number of functions. 
Since the torque required to 
operate the recorder and_ the 
associated devices is derived from 
the amplifier of a continuous bal- 
ance system, the positioned pen 
places no load on the primary ele- 
ment, and the dead zone does not 
increase with the addition of con- 
trol or auxiliary devices. 
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The excavation for the channel below the power house and flood control gate was a 
tremendous job at Garrison Dam. 


PROPANE 
Curbs The Mighty Missouri 


LPG ‘‘moves the earth” 


at giant Garrison 


Dam project in North Dakota 


embankment ever constructed 

is taking shape at Garrison 
Dam, on. the Missouri River north 
of Bismark, N.D. It will stretch 
more than two miles across the 
river valley, rising to a height of 
210 ft. and is nearly a half mile 


Ten largest rolled-fill earth 


thick at the base, and when com- . 


pleted will contain more than 70,- 
000,000 cu. yd. of carefully segre- 
gated material. 

The dam will be faced with 
650,000 cu. yd. of rock and 
gravel to prevent wave erosion. 
Preparation of the dam site and the 


JULY — 1952 


construction of the channels for the 
spillway and the power and flood 
control features involve the ex- 
cavation and removal of 86,000,000 
cu. yd. of material. 

Most of the transportation for 
this vast amount of material is 
being done by a fleet of 72 giant 
Euclid “earthmovers” burning pro- 
pane. 

Beside these tremendous ma- 
chines the ordinary large dump 
truck looks like a shetland pony. 
Built with 20 cu. yd. (water level) 


By CARL ABELL 








The earthmovers line up in a long row at noon to have their tanks filled with propane. 


bodies, these vehicles are so heavy 
even when empty that special per- 
mits are required to move them 
over public highways. Loads car- 
ried average 23 cu. yd. but carrying 
clay weigh as much as 40 tons. 

The earth movers are powered 
with Hall-Scott 325-horsepower en- 
gines specially equipped for burn- 
ing propane. In addition to the 72 
bottom-dump earthmovers the fleet 
includes two Euclid end-dump 
trucks used for special jobs such as 
handling rocks, and three semi- 
trailer water tanks of 10,000 gal. 
capacity each. All of these units 
are likewise equipped with big 
Hall-Scott engines operating on 
propane. 

Fuel consumption by these ve- 
hicles sometimes runs as high as 
14,000 gal. per day. According to 
the contractors, Peter Kiewitt Sons 
Co.-Morrison Knudsen Co. at the 
close of the 1951 operating season 
these vehicles had consumed more 
than 5,000,000 gal. of L. P. gas 


without an accident attributable to. 


fuel. They are almost as proud of 
their safety record as they are of 
their accomplishment on the job. 

The propane fuel supply for the 
operation is handled through three 
30,000 gallon tanks located con- 
veniently to the area in which the 
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-* : “ak 
vehicles are fuelled. Forty-five rail- 
way tank cars are required to main- 
tain the delivery of fuel between 
the sources of Oklahoma and Texas 
and the dam site. The operating 
season begins in April and ends 
in October. This is necessitated by 
the fact that the process of con- 
structing the dam involves wetting 
down the material used in the fill 
to maintain the moisture content 
which permits the densest possible 
packing. 

This operation cannot go on dur- 
ing freezing weather. On account 
of the short operating season work 
proceeds continuously around the 
clock. The work day is divided into 
two 10-hour shifts with four one- 
hour intervals for meals. The pro- 
pane tanks on all of the vehicles 
are fuelled during these meal time 
intervals. The earthmovers are 
lined up in two rows, the odd num- 
bered vehicles in one row, the even 
numbers in the other. The odd 
numbered units are filled at noon 
and during the midnight period 
and those with even numbers are 
filled during the supper and break- 
fast stops. 

Fifty gallon tanks are mounted 
on each side of the earthmover 
tractors. Fuel transfer trucks, each 
manned by a single operator, move 
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down the line in front of the earth 
movers. Tanks on two vehicles are 
filled from each stop of the fuel 
truck. 

Since these fuel trucks are of the 
semi-trailer type, power to drive 
the fuel pump is provided indirectly 
by means of a Vickers oil drive 
mechanism, consisting of a hy- 
draulic pump operated by a power- 
take-off from the transmission. The 
oil thus pressurized is carried 
through a flexible tubing to a 
Vickers hydraulic motor coupled to 
a Corkin propane pump. This drive 
mechanism is similar to the hy- 
draulic controls used in large 
bombers. It is a desirable safety 
installation as it eliminates the 
need for flexible fuel lines under 
constant tank pressure which would 
be necessary if the fuel pumps were 
driven directly by the power-take- 
off. 

The building of the fill for the 
dam is proceeding on a production 
line basis with everything centered 
around the fleet of earthmovers. 
These operate on a relatively pre- 
cise time schedule between the 
loaders and the dam. The earth- 
movers are filled by five mechanical 
loaders which travel along the sur- 
face of the clay pit, excavating the 
material, passing it up an elevator 
and dropping it into the hopper 
of the earthmovers which cruise 
beside the loaders. 

The time required to load one 
carrier ranges from forty seconds 


to 1144 minutes, depending on the 


density of the material. Two elec- 
tric shovels with 7-cu. yd. dippers 
Serve as auxiliary loaders, and 
clean up around the edges where 
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The earthmover comes back off the fill ‘“‘light.” 
Empty, it is still so heavy it would not be allowed 
to travel on a public highway. (Top picture.) 


.: 
The 6-man lubrication team does a ‘complete job 
on an earthmover in 114°’ minutes. (Center picture 
above.) Note comparative “size of man and tires. 
2% oe 
The big carriers move on schedule in unbroken 
lines between the strata of clay and. the rising 
embankment. (Bottom picture.) 


it 


14] 








the Euclid loaders cannot be used. 
The loaded vehicles move in a 
steady procession to the area which 
is being filled at the moment on the 
dam. The loads are dumped ac- 
cording to the instructions of the 
supervisor directing the building 
of the fill, and the earthmovers 
proceed back to the clay pit. 

The heavy Fort Union clay, of 
which the major portion of the fill 
is being constructed, comes off the 
loaders in large chunks. These 
lumps must be crushed and sprink- 
led to provide the uniform moisture 
content necessary for packing. This 
requires many tractors of the 
track-layer type equipped with 
spike-toothed crushers, bulldozers, 
and sheeps-foot packers. These are 
the conventional diesel-operated 
heavy construction tractors. 

In order to keep the earthmovers 
operating on schedule it has been 
necessary to develop a continuous 
maintenance system. Each earth- 
mover is lubricated every day. A 
portable high speed lubricating 
plant designed especially for these 


vehicles is located in a spot con- 
venient to the portion of the fill 
which is under construction. A six 
man team and a foreman who also 
acts as safety supervisor performs 
the operation. Each man on the 
team has certain duties to perform 
and they are so highly skilled that 
the time required for complete 
lubrication of a machine is between 
14% to 1% minutes. 

A traffic director on the fill flags 
vehicles out of the line and sends 
them to the lubricating department, 
to maintain a steady flow of work 
and complete the lubrication. Each 
vehicle is given a mechanical check- 
up in the field once each week. This 
includes making any necessary run- 
ning adjustments and inspection to 
catch any major defects which may 
be developing. 

A more thorough check-up is 
given each vehicle in the company 
shop at monthly intervals. This in- 
cludes tuning of the engines, in- 
spection of all power units and 
chassis bearings, and the perform- 


The loader gouges out the dense, impervious Fort Union clay as it crawls along, 
filling the 23 cu. yd. earthmover in 144 minutes. Overhead lights are for night operation. 
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Factory designed - 
built — 


In their new Gold Comet line of LP-Gas 
operated trucks and tractors, Reo turns 
to Ensign for top carburetor performance. 
Here’s a guarantee of mirror-smooth 
power, instant acceleration, flood-free 
starting ... all the big plus-features you 
gain with Butane-Propane. And what 
counts just as heavily with a single truck 
and fleet owners alike, LP-Gas engines 
with Ensign carburetors cut costs because 
of fewer overhauls and repair jobs, re- 
duced fuel and lubrication bills, months 
of steady service on a no-time-out basis. 


Ensign advantages such as the time 
proven economizer, a separate gas-air 
adjustment for insta-t starting, and bal- 
anced air-fuel ratios are only a few 
of the many features responsible for 
Ensign’s superior performance. Be sure 
you, too, specify Ensign——the leader in 


Butane-Propane carburetion. 
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REO specifies 
ENSIGN 


economical 
dependable 
carburetion 





LP-GAS 
means: 


@.Lower 
FUEL COSTS 


@TROUBLE- 
FREE OPERATION 


© FEWER 
OVERHAULS 


IZ AY 7, | 


CARBURETOR COMPANY 


7010 SOUTH ALAMEDA ST 
HUNTINGTON PARK 


P.O. BOX 229 
CALIFORNIA 





Branch Factory: 2330 West 58th Street, Chicago 36, Illinois 
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THE DAM 


Length 


Garrison's Startling Statistics 


12,000 ft. (nearly 21/2-miles) 








Width at base s o 


2,600 ft. (about ¥-mile) 
pict, 60 ft. 





Width at top 


Volume of earth fill -......... 


Height above stream bed : ici Seashaae eet 


210 ft. 
...70,000,000 cu. yd. 





Volume of Excavation 


86,000,000 cu. yd. 





Rock for rip-rap 
THE RESERVOIR 


Drainage area abcv2 dam 
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VEEN ET SS ot 1,500,000 cu. yd. 


650,000 cu. yd. 


180,940 sq. miles 





Length, when full 


Capacity, maximum normal pool ...... sore 
Area, maximum normal pool .................. 


__-sssssss1-1+.-.23,000,000 acre ft. 


390,000 acres 
200 miles 





Width, when full, up to 


14 miles 





CONSTRUCTION TIME (ESTIMATED) 


6 years 














ance of any mechanical repairs 
which may be needed. 

The engines have been subject to 
a number of types of failure which 
are seldom encountered in these 
particular power plants. While this 
is not desirable, the management 
accepts the situation on the grounds 
that these engines provide high 
working speed with the extremely 
heavy equipment and loads, and 
they do not know of any other en- 
gines which would do better under 
the same conditions of high speed 


acceleration, deceleration and hold- 
ing the tremendously heavy loads 
on the steep slopes included in the 
vehicle routes. The rate of wear in 
the engines has been entirely satis- 
factory. 

Trouble was also experienced 
with the carburetion equipment as 
originally installed, and this like- 
wise was because the vehicles are 
not operating in a manner which 
had not previously been encounter- 
ed by the carburetor manufactur- 
ers. A fuel lag occurred when 


The 2800 gal. fuel 
supply tank fills up 
at the 90,000. gal. 
storage plant. 5,- 
000,000 gallons have 
been handled with- 
out an accident. 
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now complete with 


TAKE ANOTHER LOOK! Q) \\ 
HELCO 50-A 
<7; 


The Helco 50-A L-P Gas Regu- 
lator, now designed with mount- 
ing lugs for less costly more 
flexible mounting, requires NO 
BACKING PLATE for installa- 
tion. Recommended on all in- 
stallations up to 100,000 BTU’s 
per hour, the Helco 50-A is now 
available in prices ranging up 
to. $2.00 maximum, FOB Santa 
Monica. 


Mounting Lugs 





HELCO PRODUCTS CORP. 


2041 Colorado Ave., Santa Monica, Calif. 








JOHNSON’S 


HIGH COMPRESSION PISTONS 
MANIFOLDS @ PUMPS 
Butane Manifolds for John Deere 

Models “‘G," A," “B," “D" 
Butane Manifolds for International “H" 
& “M" 
Butane Manifolds for Allis Chalmers 
“We “WE. “WA “WR 
Water Pumps for John Deere Models 
“G" & “A” 

Write Today for Price Lists PP a bane ny 

and Dealer Discounts 


JOHNSON MACHINE SHOP 


914 East Howard St., Pontiac, Illinois 











COLD MANIFOLDS ALUM. DOME-HEAD PISTONS WATER PUMPS 
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Fuel is pumped by remote control. A Vickers hydraulic pump driven from the power- 
take-off operates a hydraulic motor coupled to the Corkin LPG pump on the trailer. 


changing from violent deceleration 
to quick acceleration. This caused 
a temporary lean mixture condition 
resulting in “popping back” through 
the carburetor. This condition was 
finally overcome by the joint ef- 
forts of the operating company’s 
service engineers, and the repre- 
sentatives of the carburetor manu- 
facturers. 

With the revised carburetion 
equipment the engines are perform- 
ing smoothly with no more tend- 
ency to blow the oil out of the air 
cleaners. 











It takes a lot of 
engine to move 40 
tons of clay at 45 
miles per hour. This 
Hall-Scott Series 400 
develops 325 HP on 
propane. 


The Garrison Dam job, now in 
its fourth year, is scheduled for 
completion in 1954. When finished 
it will provide a storage reservoir 
200 miles long and up to 14 miles 
wide. It will control approximately 
one-third of the volume of water 
which reaches the Missouri river 
through the Missouri drainage sys- 
tem. 


Propane is doing a big job for 
the people who live in the valley 
below the Garrison Dam. 











, 
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Since 1946 


ACE 


HOSE REELS 
with 6 volt explosion proof motor 
Gear or chain drive. Priced 
with or without clutch. 


ACE HOSE REEL CO., LTD. 


5466 ALHAMBRA AVE. 
LOS ANGELES 32, CALIF. 











Hundreds of successful L-P installations 
have proved the effectiveness of Ellis 


“Bu-Power" Manifolds. More power 
and mileage for your customers .. . 
and more customers for you. Every 
conversion is a better conversion when 
you use an Ellis Manifold designed 
especially for L-P gas. 


Contact your Ellis Dist. today for 
further details. 


ELLIS MANIFOLD CO. 
2212 E. Washington Bivd. 
Los Angeles 21, Calif. 
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IMPROVED ENGINEERING 
AND ADVANCED DESIGN 











Brings Greater Flexibility 
to ALGAS Carburetors 


Pioneers in the LP-Gas Industry, 
ALGAS. is constantly improving 
their equipment to serve better 
the expanding needs of their 
field. Now ALGAS offers a new, 
improved design in their 1400 
Series Mixers that greatly ex- 
pands the flexibility of installa- 
tion. Write today for information 
and specifications. 


ALGAS 


2 
Specializes in _] SERVICE STATIONS 


Everything for e 
Butane-Propane STAND-BY PLANTS 


Industry eeee 


(cannunetion AND 
CONVERSION EQPMT 


3 
FUEL DISTRIBUTION 


AMERICAN LIQUID 
cy .V- ee) ite) 7 Wile), 








1109 Santa Fe Avenue 
Los Angeles 21, California 
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Virginia Bottled Gas Merges 
With Commonwealth Natural 


The Bottled Gas Corp. of Virginia, 
Richmond, and Virginia Gas Indus- 
tries, Inc., have become subsidiaries 
of the Commonwealth Natural Gas 
Corp. under a stock exchange by 
stockholders, according to E. O. N. 
Williams, president of the Virginia 
firms. 

Mr. Williams and Richmond Gray, 
vice president, were elected to the 
board of Commonwealth. John G. 
Hayes Jr., secretary-treasurer, has 
resigned and Charles W. Evans Jr., 
has been made treasurer and Charles 
Drummond, secretary of Common- 
wealth, was elected secretary. William 
H. Trapnell, president of Common- 
wealth, was elected chairman of the 
board of Bottled Gas Corp. of Vir- 
ginia in the transaction. 





| For TRACTOR 


Installations—DIX 





Underwriters Approved 
Butane-Propane 


D | CARBURETORS 


For cars, trucks, tractors, Sta. Engines. 
They're called ‘‘The Profit Line’’ 


BECAUSE — the DIX is — 


The Simpliest of them all 
The Easiest to Install 
They're no trouble at all 


Immediate Delivery from Stock 
Write for Dealer Information 


DIX MANUFACTURING CO. 


3447 East Pico Blvd. 
Los Angeles 23, Calif. 
Export: 301 Clay St., San Franeiseo, Calif. 
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Engaged in the LPG industry since 
1941, Mr. Williams is state director 
of the LPGA and a former president 
of the association. 


1953 LPG Industry Calendars 
Available With Dealer Imprint 


The first edition of a specialized 
calendar for the L.P. gas industry, for 
the year 1953, is being made available 
to L.P. gas dealers and endorsed by 
the national LPG promotional pro- 
gram. 


Joyful Moments 
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W. B. CAMPBELL & CO, 
STUD GS - SERVE- ARPLLABERS 


mare Worlaness Vrrmenns 


Featuring six attractive human in- 
terest and scenic pictures in full color, 
the calendars also contain copy and 
illustrations which tie in closely with 
the theme of magazine advertising of 
the LPG industry and are imprinted 
with the dealer’s individual copy. 

Minimum orders are 100 calendars 


BUTANE-PROPANE News 





nce 
‘tor 
ent 


nt 


zed 
for 
ible 


)ro- 


lor, 
and 
vith 
r of 
ited 


lars 


lews 











and prices range from 29c per copy 
in lots of 100 (including imprint and 
a handy pocket to hold bills, receipts 
and order cards) to 18%c per copy 
in lots of 10,000. Calendars without 
the pocket fold cost from 27%c ea. 
in lots of 100 to 17%c ea. in lots of 
10,000. 

Complete information may be 
obtained from lccal advertising 
specialty salesmen or from Beals Ad- 
vertising Co., 1503 N.E. 28rd St., 
Oklahoma City 11, Okla., which is 
serving as sales agent for the 
calendars produced by the “Eagle” 
line firm of Skinner & Kennedy Co., 
St. Louis. 


Chenevert Heads New 
Lovisiana LPG Company 


J. C. Chenevert, for 13 years dis- 
trict manager of General Gas Corp., 
Alexandria, La., has resigned his 
position and 
formed the Cen- 
lagas Corp., to 
engage in sale 
and distribution 
of butane- 
propane gases 
and appliances in 
Central Louisi- 
ana. 

The new firm 
purchased facili- 
ties of the Hooter 
and Nugent Gas 
Co., Pineville, La. 
Mr. Chenevert is president and gene- 
ral manager of the new company. 

Facilities of the new firm include 
a two-story brick office and display 
building, a bulk plant and warehouse 
at Kingsville, La., with 50,000 gallons 
storage capacity, three retail delivery 
trucks and two 4000 gallon propane 
transports. The company will service 
1500 customers in central Louisiana. 

Mr. Chenevert has been in the 


J. C. CHENEVERT 
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gasoline, oil and L. P. gas business 
for 30 years, the past 17 years in 
L. P. gas. 


Carburetor Breather Holes 
Should Never Be Plugged 


Secondary regulators for carbure- 
tion systems are all designed with 
breather holes which are open to 
atmosphere. With some systems of 
carburetion, best results are obtained 
by connecting this, by means of a 
balance tube, to the air inlet of the 
carburetor. In other types, the bal- 
ance tube is seldom, or never used. 

Occasionally an operator will plug 
this breather hole to keep the dirt 
out of the regulator. According to 
carburetion experts, this should never 
be done, as it always impairs the 
operation of the regulator, and fre- 
quently makes engine starting very 
difficult. 


Protane Corp. Purchases Mich. 
Facilities of Hi-Therm Gas Co. 


The Protane Corp. has purchased 
the Hi-Therm Gas Co. of Reed City, 
Michigan. This purchase includes 
bulk plant facilities and retail dis- 
tribution at Reed City, together with 
18 Hi-Therm dealers in the sur- 
rounding area. 

This operation will be merged with 
the dealers recently acquired by Pro- 
tane from the Shell Oil Co. in north- 
ern Michigan. 


Firm Enters Gas Field 
In Hamburg, N. Y. 


Elda M. Weinborg is head of the 
newly organized Weinborg Bottled 
Gas Sales & Service in Hamburg, 
N. ¥. 

Company sales office is located at 
230 Buffalo St. in Hamburg. 
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,..On the feet of Individuals,” 


Society advances on the feet of individu- 
als. We Americans live under the highest 
standard ever achieved because we be- 
lieve in and are permitted currently to 
practice three of the cardinal principles 
of progress—Invention, Research and 
COMPETITION. 


Nineteen basic inventions influence our 
pattern of life today. Each one was created 
to satisfy a fundamental need. For exam- 
ple, the electric light industry has grown 
to an annual volume of $501,500,000 in 
light bulbs alone; the value of aviation 
manufactures in 1951 in the United States 
alone was estimated at $3,350,000,000 
and in February, 1952, records show a 
$101, billion backlog of orders. 


In every case, employment and sales 
volume grew enormously and the public 
enjoyed huge personal benefits. 


Side by side with Invention came Re- 
search, exemplified by the competition 
of intelligent men questing for new ma- 
terials, new methods, new processes, 
new scientific truths. Current advertise- 
ments tell of hundred-year tests to assure 
better materials for the future, technology 
that produces metals to withstand almost 
inconceivable heat, machines calculating 
20,000 times faster than the mind of 
man, medicines that cure “incurable” 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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diseases, food processes that cook, steri- 
lize and pack hundreds of cans a minute. 
And in every case, the public enjoys huge 
personal benefits. 

This is what James A. Decker undoubt- 
edly had in mind when he wrote the line, 
“Society advances on the feet of indi- 
viduals.” These “individuals” are you 
and I, all our countrymen, benefiting 
every day from Invention, Research— 
and COMPETITION. 

Developing inventions, marketing 
products, and pursuing scientific research 
require substantial investments. A grave 
danger to their future now looms. In 
1951, corporation net profits suffered a 
loss of 21% over the previous year. The 
reason—taxes too high, government con- 
trols and policies that interfere too great- 
ly with private industry. If this continues, 
financial resources will dwindle, compe- 
tition will be stifled. 

Without free competition, American 
progress stops. No country can long 
exist when its government calls all the 
shots. We need competition to assure 
progress for people. 

ry 





This report on PROGRESS-FOR-PEOPLE is 
published by this magazine in cooperation with 
National Business Publications, Inc., as a pub- 
lic service. 
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Integral Tank-Trailer 
Developed By Superior Tank 


A number of manufacturers of LPG 
transportation equipment displayed 
their new products at the National 
Truck, Trailer and Equipment Show 
June 12-15 in Los Angeles’ Pan- 
Pacific Auditorium. One of the fea- 
tures of interest to the industry was 
the new integral tank-trailer for pro- 
pane developed by Superior Tank and 
Construction Co., Los Angeles. 

The frameless unit is designed to 
haul a payload of 4500 gal. It is 
claimed that this construction elimi- 
nates from 700-1100 lbs. of dead 
weight, and that it provides an 8 to 
10-in. lower center of gravity. 

Under adverse road _ conditions, 
these new frameless transports have 
provided lower operating costs and 
greater safety and have eliminated 
the main source of operating trouble 





—the frame, according to Ralph L. 
Fowler, Superior’s plant manager. 

The construction of the trailer unit 
involves the attachment of mountings 
for the springs directly to the ends 
of the tank with the tank itself serv- 
ing as the frame which eliminates 
separate trailer frames. The road 
shock is absorbed by the springs and 
not by the frame as in conventional 
design, it is pointed out. 

Cities Fuel Corp., Fresno, Calif., 
purchased the unit exhibited at the 
trade show. 

Other manufacturers of LPG equip- 
ment represented at the show included 
Reo Motors, Inc., displaying factory- 
equipped LPG trucks; Butler Manu- 
facturing Co., tank manufacturers; 
International Harvester Co., tractors 
and trucks; Ellis Manifold Corp., rep- 
resenting Ensign butane carburetion 
and Ellis manifold equipment and 
Hall-Scott Motor Div., displaying 
LPG truck engines. 


NW} CIES FEL 
( a 


View of Superior Tank's new integral tank-trailer frameless unit displayed at National 
Truck, Trailer & Equipment Show in Los Angeles. This unit was purchased by W. J. 
Timmings, president of Cities Fuel Corp., Fresno, Calif. 
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Robert H. Harris, a member of the 
American Institute of Electrical En- 
gineers, Machinery-Metals Export 
Club, and the Sales Executives Club 
of N.Y., has been appointed assistant 
manager of Rheem International, a 
division of Rheem Manufacturing Co. 
Before joining Rheem, Mr. Harris was 
general sales manager of Westing- 
house Electric International Co. 


The board of 
directors of War- 
ren Petroleum 
Corp. has elected 
W. K. Warren, 
chairman of the 
board and chief 
executive officer; 
J. A. LaFortune, 
vice chairman of 
the board; and 
James E. Allison, 
president. Mr. 
Warren has been 
president of the 
company continuously since he 
founded it 30 years ago. Mr. La- 
Fortune has held the positions of sec- 
retary, vice president and executive 
vice president in the firm, and Mr. 
Allison has served as vice president, 
general counsel and a director. 

The Board also elected D. L. Con- 
nelly of Houston a vice president and 
director of the corporation. 





JAMES E. ALLISON 
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Pacific International Products, Inc., 
has announced the establishment of 
new headquarters in the Boothe 
building at 475 Huntington Dr., San 
Marino, Calif. 

According to Robert G. Smith, pre- 
sident, the expansion was necessitated 
by the increased variety of L.P. gas 
valves, fittings and equipment cur- 
rently being added to the Pacific line. 

Other new items in the Pacific L. P. 
gas line include adaptors, couplings, 
fuse plugs, hand torches, and a 
variety of outfits and regulators. 


Thomas D. Cartledge has been ap- 
pointed president of Linde Air Prod- 
ucts Co., a division of Union Carbide 
and Carbon Corp. Mr. Cartledge has 
been senior vice president of Linde 
Air Products Co., and a director and 
vice president of Dominion Oxygen 
Co., Ltd., a Union Carbide subsidiary. 

Howard S. Bunn was appointed pre- 
sident of the Bakelite Co. Mr. Bunn 
has been vice president of Bakelite 
and Carbide and Carbon Chemicals 
Co., both divisions of Union Carbide. 


William H. Harper has been ap- 
pointed RegO district sales manager 
for The Bastian-Blessing Co. Chicago, 
Ill. Mr. Harper will cover the north 
central territory with John H. Muehl- 
berg, RegO sales engineer. 

Mr. Harper, who served as a mem- 
ber of the LPGA educational commit- 
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tee, has been associated with the 
L. P. gas industry as a sales execu- 
tive, as assistant sales manager and 
as acting sales manager. 


A. J. Kerr, vice president, meter 
and valve sales of Rockwell Manu- 
facturing Co., has resigned. Mr. Kerr, 
formerly a director of the American 
Society of Mechanical Engineers, is 
forming is own company to develop 
and sell products to the oil and gas 
industry. 

L. A. Dixon, formerly vice president 
of the company’s meter and valve 
divisions, was elected executive vice 
president. James E. Ashman was also 
named executive vice president, in 
charge of the power tool and Rock- 
well register divisions. 

Charles C. Reiff was appointed 
chief engineer of the company’s Bar- 
berton div., Barberton, Ohio, and 
Bernard Last will succeed him as pro- 
ject engineer of the lubrication de- 
partment in Pittsburgh. 


Mr. R. N. Cummings has_ been 
named representative for the Butler 
Manufacturing Co., Kansas City, Mo. 

Mr. Cummings, who has spent the 
past three years as a representative 
of one of the major oil companies, 
working in the field on sales and sales 
promotion, will be responsible for the 
sale of Butler’s oil equipment line in 
part of Chicago and Northern 
Illinois. ‘) 

J. A. Kenworthy, who has spent the 
past seven years working with the 
oil and LPG industries, -was also 
named representative for the Butler 
Co., in charge of the sales of Butler’s 
oil equipment line in Indiana. 


J. A. Cleverly of Bartlesville, Okla., 
was selected manager of the produc- 
tion division of Cities Service Oil Co., 
succeeding M. J. Kirwan, who will re- 
tire, but will continue to act for the 
company in a consulting capacity. 
C. E. Beecher, formerly general 
superintendent of the division, will be- 





Hamilton Manufacturing Co. executives and sales force met for a sales conference 


recently at the Two Rivers, Wis., home plant. 


Front row, left to right: T. A. Jones, 


R. F. McCambridge, W. C. Cox, Harry J. Moeller, N. L. Johnson, Carl L. Blake, Robert 

T. Hoopes. Second row, left to right: Cliff Schaible, R. Phelps (Earle Ludgin & Co., 

Hamilton ad agency), A. J. Anderson, C. H. Rippe, R. K. Burbidge, R. G. Halvorsen, 
H. G. Evans, J. P. Morgan, J. W. Christensen, W. G. Baustert. 
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: TANK GAS: BOTTLE GAS 


DIAL 27-4326 













TRUCK TANKS TRANSPORTS 7 
Propane Systems—57, 123, 240, 317, 485, 686, 955 gallon | 

Butane Systems—242, 410, 500, 1,000 gallon | 

Ammonia Tanks—271, 499, 989 gallon | 


Aboveground and Underground 


CHARLOTTE TANK CORPORATION 
Box 8037 Charlotte, N. C. Phone 6-4459 


Standard Charlotte Truck Unit 








FOR DELIVERING APPLIANCES 
with a Model 229 M/W Hand Truck 
Complete with 12” 
Price only $47.60 





Pneumatic tires and 
two web straps. 













STRAP IT ON—Strap the 2 LOAD IT UP—Load it WHEEL IT IN—It's easy 


1 © Refrigerator, Range, Deep 
Freeze, Water Heater, or 
other appliance on the M/W 
Truck. 

















* on your delivery truck— 
note how the sweeping axle 
hangers facilitate loading and 
unloading. 


MANUFACTURED BY 


MOELLENBROCK & WILKE 


WASHINGTON, MO 















3. to take a heavy appli- 
ance up long stairs with the 
M/W Truck—soft 12” tires 
permit moving over linoleum 
and carpets without damage. 


Dept. B, 
204 Jefferson St., 
Washington, Missouri 
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come director of production research 
and development; and C. R. Smith, 
assistant division superintendent at 
Odessa, Tex., will be transferred to 
Bartlesville as general _ superin- 
tendent. 

Mr. Kirwan, who started his career 
in 1908 as field engineer for As- 
sociated Oil Co., has spent 45 years in 
the field of oil and gas production in 
the United States and the Orient. 
Mr. Cleverly has been a Cities Service 
employe for 32 years. 


Ray L. Reedy, sales manager of the 
North Texas Tank Co., Denton, Tex., 
has announced the appointment of 
“Carburatori BP Gas,” Genova, Italy, 
as the company’s exclusive agent for 
Italy. 

The appointed company was organ- 
ized to pioneer the LPG carburetion 
field in Italy and will make installa- 








tions on both foreign and American 
trucks, cars and tractors, as well as 
stationary engines. 


¢. . Huey 
has recently he- 
come _ associated 
with Leon Con- 
ner, a represen- 
tative of the 
Athens Stove 
Works, Inc., Ath- 
ens, Tenn. 

For the past 
6% years Mr. 
Huey has repre- 
sented the Geo. 
D. Roper Corp. 
in Dallas, Tex. 
Prior to working for this firm, Mr. 
Huey served 11 years as a mer- 
chandising supervisor for the West- 
inghouse Electric Co., in the south- 


JIM HUEY 





VIKING LP-GAS PUMPS 


See the complete line of Viking LP-Gas 
pumps . . . motorized bulk station and 
farm units, truck mounting style and hand 
driven pump. 





New tes, At, g £, + + lad, 
1. Metallic packing in extra long stuff- 
ing box. 


2. New inner bearing on power driven 
units requires no lubrication. 


3. Treated head and bracket gaskets. 


Added ‘to these is the renewable casing 
for handy port location, integral thrust 
bearing and the fa- 
mous Viking ‘‘gear 
within a gear” 
pump principle. 





today. 


VIKING PUMP CO. 


For complete information ask 
for new free bulletin 2303B 







5-10-20-30-55 GPM SIZES 


FIG. 182 


V-BELT DRIVEN 
LP GAS PUMP 


CEDAR FALLS 
tok’, 7.\ 
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SPEAKING OF ... 
POSITIVE GRIP 


INTERNATIONAL SUPER-GPIP Re-Attachable Couplings 


The 3-piece SUPER-GRIP grips the hose firmly, effective- 
ly sealing hose and coupling. Assembling and tighten- 
ing the sleeve automatically contracts flat spiral grip 
. with metal fingers 
that never let go until 
you release them. 
Users of industrial and other rubber hoses have 
found SUPER-GRIP re-attachable couplings the 
trouble-free answer to low cost operation. Big 
flat locking grips exert even pressure over 
large areas of the hose without pinching... 
positive but gentle... assuring long hose life. 
Write for catalog and prices. 
THE INTERNATIONAL METAL HOSE CO. 
A Division of The Gabriel Co. 
CLEVELAND 3, OHIO 


























PROPANE TRUCK TANKS 
FOR ALL DELIVERY NEEDS 


In streamline (illustrated) and walkway types, 1,181 gal. to 
2,000 gal. water capacities. Constructed in accordance with 
A.S. M.E. Code, Par. U-69, 1950 edition. Mounted on your 
chassis complete with valves, fittings, pump, 
hoses. Unit ready for immediate use when 
picked up. Write for details. 


McNAMAR anv CROWLEY, Inc. 


SALEM 5, ILLINOIS 

















Also 500 gal. & 1,000 
gal. Domestic Tanks 
(Salem System) 








Storage Tanks 
Up to 6,000 gals, 


















CROWLEY// 
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western and southeastern states. 


Sunray Oil Corp. has established a 
new manufacturing, pipe line and 
sales department, which will combine 
the formerly separate refining and 
gasoline departments. H. W. Manley, 
Sunray vice president, will be in 
charge of this department. 

A technical service section will be 
set up under the direction of L. G. 
Rodgers, with R. L. Riggs as his as- 
sistant. R. L. Johnson has been named 
general manager of Sunray’s_ re- 
fineries in Okla., and J. R. Ellis has 
been appointed manager of pipe lines 
and terminals. R. W. Griffith will suc- 
ceed L. G. Rodgers as manager of 
gas-gasoline plants. 

A. V. Murray, general sales mana- 
ger, will head Sunray’s sales depart- 
ment for all products manufactured 
and refined by the company’s Mid- 
Continent div. 



































The lucky winner of the Buehler ‘'500" 
L. P. gas plant at the LPGA convention 
was T. A. Sacra, Jr., shown at right being 
congratulated by Herb Buehler, sales man- 
ager for Buehler Tank & Welding Works, 
los Angeles. The plant was on display at 
the Buehler exhibit in the Chicago trade 
show. Mr. Sacra is president of Sacra 
Brothers Co., Roswell, New Mexico. 
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CITIES ©) SERVICE 


LIQUEFIED 
PETROLEUM GAS 





| 
| 
| 





@ A DEPENDABLE SOURCE 

@ UNIFORM PRODUCTS 

@ A CAPABLE SUPPLIER 

@ TWENTY YEARS’ EXPERIENCE 

. .. in L.P. gas also 

Cities Service means 
Good Service 


CITIES SERVICE 
OIL CO. 


Delaware 
ry 
Bartlesville, Okla. 
Chicago, Illinois 


_ Other Sales Offices 





Cleveland Kansas City 
St. Paul Toronto 
national 
LPCAS PROMOTIONAL 
program 


























Moffats, Ltd., of Weston, Ontario, 
has been apppointed manufacturers of 
Pitco Frialators in Canada. They will 
handle J. C. Pitman & Sons, Inc., 
complete line of general-purpose 
fryers in a wide range of sizes and 
models for hotels and restaurants, 
and also special models for frying 
nuts, doughnuts, fish cakes, etc., in 
volume quantities. 

Moffats, Ltd., also maintains sales 
offices in Montreal and Vancouver. 


Lester S. Kauffman has been ap- 
pointed manager of the national ser- 
vice activities of Magic Chef, Inc., St. 
Louis, Mo. The service department 
functions within the parts division, 
with the purpose of administering the 
service activities for all Magic Chef 
products on a national scale. 

Mr. Kauffman has held managerial 






posts within the parts department for 
the past few years. 


J. M. Purdum 
has been _pro- 
moted to adver- 
tising manager 
of the Perfection 
Stove Co., Cleve- 
land, Ohio. He 
started working 
for Perfection in 
1945 as assistant 
advertising man- 


ager. 
Mr. Purdum 
J. M. PURDUM has had many 


years’ experience 
in the advertising and sales fields. He 
published a newspaper in Idaho for 
five years and was connected with 
sales promotional activities for 15 
years. 
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Producers of high quality 
Liquefied Petroleum Gases Since 1931 
Wholesale Only 


THE CARTER OIL Company 
, TULSA, OKLAHOMA j; 
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...and TOP PROFITS! 
You can increase your 
profits and insure cus- 
tomer satisfaction by 
selling Heatbath preci- 
sion-built conversion gas burn- 
ers — the finest available 
anywhere. Complete line for 
bungalow, combination and 
dual oven ranges and space 
heaters. Thermostatically con- 
trolled. Utility approved. 
Write for full details, speci- 
fications and dealer possibili- 
ties now! 


Model SP-45 Blue Flame Gas 
Log Conversion Range Burner 
fits any firebox, burns any type 
of gas. Quiet, efficient, auto- 
matic. 








P. O. Box 78 Springfield, Mass. 











HEMISPHERICAL HEADS 


FOR STORAGE TANKS AND UNFIRED PRESSURE VESSELS 


API-ASME. CODE 





One Piece Type in _16"- 28" Outside Diameter 
37"'- 38"- 40!4,"- 48" Inside Diameter 





Segmental Type in 57!/,"'- 601/." 
76!/,". 126" Inside Diameter 


Write for our Tank Head Catalog 


THE COMMERCIAL SHEARING & STAMPING CO. 


P. O. Box 719 Youngstown, Ohio 
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A Complete line of 


Brass Fittings 


A wide range of sizes and types 
for every fitting application. 


Rigid inspection and quality control 
insure tight safe joints on L.P. gas 
installations. 


Investigate the Hahn quality line. 
Write for catalog and prices. 


Clit 













American Manufacturing Co. 
oN oe to oR PO RA T ED 





211 Walnut Street * Hartford, Conn. 


















William G. Baustert, sales repre- 
seentative for Hamilton Manufactur- 
ing Co. in the west central region, 
will now occupy the newly created 
position of field promotion specialist. 
Mr. Baustert’s activities, national in 
scope, are designed to supplement the 
work of regional representatives with 
regard to special promotions and sales 
training. 

John P. Morgan will fill the position 
of regional sales _ representative, 
vacated by Mr. Baustert. 


H. V. Beck has 
been appointed 
application en- 
gineer of the 
American Meter 
Co. Mr. _ Beck, 
who formerly 
was assistant 
manager of the 
company’s metric 
works in Erie, 

P Pa., has a wide 
H. V. BECK background in 
the field of mea- 
surement and 
control equipment. Before joining 
American Meter Co. he was an as- 
sistant professor at the University of 
Oklahoma, where he was in charge 
of the ASME-Oklahoma University 
Cooperative Fluid Meters Research 
Project. 


John D. Van Norden has been ap- 
pointed to the staff of the Atlanta 
sales territory of American Meter Co. 
as sales representative. Mr. Van Nor- 
den, who attended Yale University 
and was associated with United En- 
gineering and Contractors, Inc., will 
take over his new duties after he 
finishes a period of factory training 
designed to thoroughly qualify him in 
the company’s complete line. 
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PETROLANE 


Twenty years experience in the Petroleum In- 
dustry is a fine background for operating an 
L.P.G. business. This is the record of F. E. “RED” 
ANDREWS, our Yuba City District Manager. 
Red’s ability and experience make him one of 
our key men in maintaining Petrolane’s high 
standard of service and dependability. 


SPC aasictein 


PETROLANE’S WHOLESALE DISTRIBUTOR 





F. E. “RED” ANDREWS 





1696 EAST HILL STREET BOX 1426, BAKERSFIELD BOX 111, YUBA CITY 
LONG BEACH, CALIFORNIA CALIFORNIA CALIFORNIA 
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More popular than ever! 
McNAMAR LPG TANKS 


Now you can get immediate delivery on most sizes 
of McNamar’s popular LPG Tank — Sizes from 115 
Gal. and up. Let us know about your requirements. 





BOILER & TANK 
COMPANY 


BOX 868 @ TULSA, OKLAHOMA 

















Lee D. McEl- 
roy has been ap- 
pointed to the 
sales and service 
atait of the 
McNamar Boiler 
& Tank Co.,, 
Tulsa, Okla. His 
department’ will 
handle the com- 
plete line of LPG 
products includ- 
ing domestic sys- 
tems, storage 
tanks, truck 
tanks, transports and anhydrous am- 
monia tanks. 

Mr. McElroy’s territory will include 
Oklahoma, Kansas, Arkansas and 
Missouri. 





LEE D. McELROY 


A bonus, which may amount to well 
over $2000 for each man, has been 
awarded to Dean Cantrall and Charlie 
Johnson at General Controls Co. for 


their suggestion regarding a new 
method of fusing metals. 

This award was made _ possible 
through the company’s employe sug- 
gestion plan, one of a number of 
worker benefit plans in operation at 
General Controls. According to the 
plan, employes or groups of employes 
who develop a new process or method 
which is adopted by the company re- 
ceive a cash bonus amounting to one 
half of the first year’s savings. 


Approximately 150 key sales per- 
sonnel and representatives of Magic 
Chef, Inc., St. Louis, Mo., from all 
parts of the United States attended 
the St. Louis two-day sales meeting, 
June 12-138. The primary purpose 
of the meeting was to present full- 
line distributors, sales managers, and 
company sales personnel with a com- 
plete fall advertising and selling plan 
for Magic Chef ranges and heaters. 
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EATON SERVES THE WEST 
BORDER TO BORDER 


The West's Leading Manufacturer & Distributor of LP Gas Equipment 


TRUCK TANKS ¢ TRANSPORTS * DOMESTIC SYSTEMS 
BULK PLANTS e APPLIANCES e FITTINGS @ INDUSTRIAL GAS PLANTS 


nite for Catalog 
EATON METAL PRODUCTS COMPANY 


4800 York Street, Denver, Colorado 
Albuquerque « Billings « Casper « Great Falls « Phoenix « Roswell « Salt Lake City « Spokane 
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News 


In line with its new expansion pro- 
gram, Cribben & Sexton Co. has made 
recent additions in the central divi- 
sion, under the management of J. G. 
Schellenberg. William C. Neuenfeld, 
Wausau, Wis., will cover the Michi- 
gan City, Ind. territory; and C. 
Edmond Yingling, Granville, Ohio, 
will cover the Columbus territory. 


Miss Lillian R. Kraemer, marketing 
assistant in the LPG division of 
the marketing department of Esso 
Standard Oil Co, was named “out- 
standing woman” in the industry at 
the annual convention of the LPGA 
in Chicago. 

Miss Kraemer, associated with LPG 
sales operations with Esso for over 20 
years, is well known in the industry 
and has written many articles on the 
subject. 


Ross Roy, Inc. of Detroit has been 
appointed as the new advertising 
agency for the air conditioning divi- 
sion of Servel, Inc. Servel recently 
annnounced the appointment of Hicks 
& Greist, Inc., New York, as the 
advertising agency for its appliance 
line. 


Oliver De Pew, Jr., has been named 
general manager of the Pioneer 
Furnace Co., Los Angeles. Some of 
his business experience includes eight 
years as vice president and sales 
manager for a heating concern. 


The Bayonne, N.J.; Houston, Tex.; 
Lester, Pa., and Stockton, Calif. 
plants, as well as the general en- 
gineering department at Whittier, 
Calif., of Rheem Mfg. Co., have all 
completed the year 1951 without a 
single lost-time accident—one of the 
best safety records of any industrial 
organization in the country. 
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FLINT 


STEEL CORPORATION 


— 


“T'ANKS 


7 





DIXIE 
LPG 











More Efficient 
Head 
Assembly 






Regulator and Fittings are 
easy to adjust because you 
can get to them. Saves 
time for your Service Man. 
A.S.M.E. Code Construction 


WRITE FOR 








SPECIFICATIONS 


Fut Steet 
onen a 208 wm mnen. 


P. O. BOX 3155 * MEMPHIS, TENN. 


cenge 


FOR YOUR BUSINESS” 


Quality Tanks 


























THE 


WAY 
TO WATER HEATER SALES 


® Advanced Design 
. . « for completely 
automatic opera- 
tion. 


Fiberglas Insula- 
tion, bo:h tops and 
sides . . . for effi- 
ciency and econ- 
omy. 


2, 
+) 
e 


© Modest Initial Cost 


The QUICK Automa- 
tic Water Heater has 
many of the features 
found in more expen- 
sive heaters . . . plus 





some advantages to 
be found in no other 
heater. It's the choice 
of wise buyers who 
want a thoroughly sat- 
isfactory and econom- 





ical water heater. It 
has sales-building eye 
appeal, too. 





SECURITY MFG, CO. 
1630 Oakland Kansas City 3, Mo. 


SECURITY 


QUICK 4 
AUTOMATIC 
WATER HEATERS 












Pyrofax Starts Florida Plant 
With 30,000 Gal. Storage 


The Pyrofax Gas Company, a divi- 
sion of the Union Carbide and Carbon 
Corp., has begun operating a new 
bottled gas cylinder filling plant at 
Tallahassee, Fla. 

The new $45,000 plant, located 
about two miles out of the Wood- 
ville highway, includes a 30,000 gal. 
storage tank and all modern equip- 
ment. 

T. L. Pruett, formerly at the Golds- 
boro, N.C. plant, is the manager 
of the new terminal. There will be 
four other employes at the plant, 
which will wholesale cylinders of gas 
to distributors in northern Florida 
and southern Georgia. Before the 
local plant was completed distribu- 
tors had to get their gas by truck 
from Jacksonville. The plant here 
gets its supply of gas in railroad tank 
ears and refills empty cylinders 
brought in by distributors. 

Pyrofax gas is distributed by the 
Capital Bottled Gas Company to con- 
sumers in Tallahassee. 





API Revises LPG Committee 
With G. R. Benz As Chairman 


Reconstitution of the Committee on 
Liquefied Petroleum Gas has_ been 
announced by President Frank M. 
Porter of the American Petroleum 
Institute. The new committee will 
undertake the development of stand- 
ards for LPG installations at marine 
and pipe-line terminals, natural gas- 
oline plants, refineries and_ tank 
farms. 

George R. Benz of Phillips Petrol- 
eum Co., Bartlesville, Okla., was ap- 
pointed chairman by President Porter 
and E. O. Mattocks of the American 
Petroleum Institute, New York, was 
named secretary. 
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Do Your Customers A Favor! 
cay Sell the Complete Line of 


GAS SPACE HEATERS 


Pull in Sales * Satisfy Customers 
8 Fully Vented Heaters 22 Unvented Heaters 
All Martin Heaters AGA approved 

Over 


Write your jobber or direct 45 Years 
for new free complete catalog Stove Experience 


wi 
MARTIN STAMPING & STOVE CO., Huntsville, Ala. 








fC af MERE With BO tt . ee 
j a 
f+ 


WRIGHT Gas _ 


wii 
INF RMMRALE 


Thomas TRUCK ||/TRUCK TANKS 


for bottles & 










appliances 
Easy one-man _ operation. ‘ ‘ 
Avoids back-breaking lifting Twin or single barrel—Light 
of bottles, stoves, ates, ‘ ; 
etc. 56” ht, 24” yee og weight—Low in cost—Full or 
10x23/, pneumatic wheels, semi streamlined—ASME U69. 





Hyott bearings. Low priced. 
Thousands in use. Order one 
on a =‘‘return if = not 
pleased"’ basis. 





Built to Your 
Specification and Size 


BAGWELL-GENERAL 
STEEL CO., INC. 


Thomas Truck & Caster Co. Box 391 2 Sapulpa, Okla. 
353 Mississippi River, Keokuk, lowa 
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EXTRA 
PROFIT 


FOR BOTH 
YOU AND 
YOUR CUSTOMER 








STOCK THE KRUG HAND 
Every farmer who uses L-P Gas NEEDS 
AND WANTS the Krug Pump. It assures 
simple, safe transfer of L-P Gases. Pays for 
itself! Give your customer safety, plus 
economy. If means extra money for youl 

SEE YOUR DISTRIBUTOR FOR FULL INFORMATION 

OR SEND A POSTCARD TO 


D. H. KRUG COMPANY 


DEPT. 50, MADISON, SOUTH DAKOTA 





NOTHING SAFER THAN 


Tite Scat 


FOR LP-GAS CONNECTIONS 


THE 
PERFECT ABSOLUTELY 


LEAKPROOF 


LIQUID TYPE 
NON-HARDENING 





SEALING COMPOUN 


RADIATOR SPECIALTY COMPANY 


. CHARLOTTE, NORTH CAROLINA 





PUMP 











Donnelly Elected GAMA Head 
At Colorado Springs Meeting 


James F. Donnelly, an executive of 
the A. O. Smith Corp., was elected 
President of the Gas Appliance Manu- 


facturers Assn. 
at the group’s 
17th annual 
meeting at Colo- 
rado Springs, 
Colo. Mr. Don- 
nelly succeeds 
Louis Ruthen- 
burg, chairman 
of the board of 
Servel, Inc. 

Mr. Donnelly, 
who is assistant 
general manager 
of the Kankakee 
Ill., division of 
Smith, served during the past year as 
GAMA’s second vice president. 

Other new GAMA officers elected 
include Sheldon Coleman, president of 
The Coleman Co., Wichita, Kan., as 
first vice president; T. T. Arden, vice 
oresident, Grayson Controls Div. of 
Robertshaw-Fulton Controls Co., Lyn- 
weod, Calif., second vice president. 
Lyle C. Harvey, president of Affiliated 
Gas Equipment, Inc., Cleveland, was 
re-elected treasurer. 





J. F. DONNELLY 


Clarification of ~ industry policies 
with respect to dealer relations, mar- 
keting and public relations high- 
lighted GAMA’s program. 

Henry H. Fowler, administrator of 
the National Production Authority, 
addressing the President’s dinner 
honoring Mr. Ruthenburg, predicted 
substantially relaxed controls of most 
materials which are essential in the 
manufacture of gas appliances and 
industrial gas equipment. 

At a general session of more than 
500 delegates, alternates and guests, 
meritorious service awards were pre- 
BUTANE-PROPANE News 
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QUALITY... a@ tradition 
with Madden Brass Fittings 


in quality, use Madden 
brass fittings on LP Gas and other in- 


For the “tops” 


dustrial applications. They are preci- 
sion-machined of highest quality mater- 
ial. It costs so little to have the best .. . 
Madden. 


Large Stocks—Quick Delivery 


Write for Complete Catalog C 





MADDEN BRASS PRODUCTS CO. 


1111 N FRANKLIN ST CHICAGO 10, ILL 


Any way you look at if, 


Pacific © ™ 


LP-Gas VALVES 


are your best buy! 









j Write today for 
full details! 











ogee 
Pacific 
INTERNATIONAL PRODUCTS, INC. 
Boothe Bldg., 475 Huntington Dr. 
“aN San Marino 9, California 

















ARMSTRONG 


GAS LOGS 


Designed to resem- 
ble rough oak — 
solidy made to 
stand any heat. 
AGA approved for 
any gas. Bar steel 
base, black finish. 
Cast iron burner, 
solid brass valve, 
i high, 11” 











Order fae 7 your Jobber or 
write for literature on com- 
plete heater line. 


AR RMSTRONG 


DEPENDONIT 
; IT'S THE BEST 
ARMSTRONG PRODUCTS CORP. \_OF JTS KIND 
Quality Since 1899 


Dept. BP Huntington 12, W. Va. 
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L-20-21” wide, 20,000 B.T.U. 
deep. L-24-24” wide, 24,000 B.T.U. 
L-30-27” wide, 30,000 B.T.U. 


LOWN SLIP ROLL 


FORMING MACHINES 





Initial Pinch-Type Driven 
Top Roll 7” Diameter-Lower Rolls 61/2” 


Capacity, Model B-774, %4” Mild Steel 
6’ wide. 
Available in longer or shorter lengths 
Oilite Bearings, Alemite Lubrication 
Roll Position Indicators 
Power Adjustment on rear Roll & Air 
Cylinder For Operation of Drop Arm, if 
desired. 
@ Fast sturdy and easy to operate 
@ Prompt Deliveries 
@ Other Machines with 2” to 10” Dia. 
rolls also Available 
Dealers in Principal Cities. Write for Bulletins 
SAN ANGELO FOUNDRY & MACHINE 
COMPANY 
SAN ANGELO, TEXAS 1000 EAST UPTON 
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ASCO...A-1 
LP MELTING FURNACE 








Used by: 


a 
[ASC0} 


Plumbers °* Pipe Fitters 
Tinsmiths * Roofers 


Electricians * Mechanics 





For melting lead, babbit, zinc, paraffin, 
tar, asphalt, etc. 

More Equipment sales . . . more LP-Gas 
sales! Quick, safe, clean, economical heat. 
Mounted on propane cylinder, venturi-type 
burner mixes air and gas for strong 
flame that withstands powerful cross- 
drafts. For use with any standard 20 Ib. 
ICC cylinder with flange type vertical 
valve. 


ACETYLENE SUPPLY COMPANY 
1900 E. Elizabeth Ave., Linden, N.J. 























REGO 
LP GAS EQUIPMENT 


Rochester Criterion Gauges—Aeroquip Hose 
and Fittings—Weco-Trol (autematic contro}) 
1 C C Cylinders—Okadee Valves 


EQUIPMENT COMPANY, Inc. 
ae peer Sects pes 









sented by Mr. Ruthenburg to 17 in- 
dustry leaders for their contributions 
to the progress of the gas appliance 
industry and the association. 

Establishment of a Distinguished 
Service award “for promotion and 
advancement of industrial gas utiliza- 
tion” was also announced. Recipient 
of the first of these awards, selected 
unanimously by the industrial gas 
equipment division of GAMA, was 
Frederic O. Hess, Selas Corp. of 
America, who preceded Mr. Ruthen- 
burg as GAMA head. 


Kansas LPG Firm 
Changes Hands 


V. E. Lawrence has purchased the 


Tatge Sales company and the Tatge 
Heatane company, Herington, Kan., 
from Harlan and Madeline Tatge. 
Both units will be known under one 
name: the Lewerenz Gas and Ap- 
pliance. 

Lewerenz said he will operate the 
butane and propane plants under the 
firm name instead of setting up a 
separate organization for that com- 
pany. 

Tatge had spent 25 years in the ap- 
pliance business and several years in 
the butane-propane business. Lewer- 
enz retained all employes of the old 
firm. 


Sreen’s Fuel Employe Buys 
Interest in Florida Branch 


Half interest in the Green’s Fuel. 
Inc., franchise in Bradenton, Fla., has 
been acquired by Frank Bennett. for 
the past five years purchasing agent 
for the firm headquartering in Sara- 
sota, Fla. 

Ralph L. Dearth, formerly manager 
of the firm’s Lakeland office, las 
succeeded Mr. Bennett as purchasi° g 
agent. 
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New Sales Training Package 
Produced by ‘CP’ Range Group 


A new and complete sales-training 
“nackage”— designed to show sales- 
men and dealers how to sell more 
automatic gas ranges—is bein” intro- 
duced to the industry, produced phy 
the “CP” Range Manufacturers Group 
of GAMA, which includes a full-color 
35 mm. sound slide film, a booklet with 
full instructions on organizing and 
conducting a successful meeting, and 
a number of 50-page salesmen’s refer- 
ence manuals containing text and 
illustrations from the film. 

The film and other materials were 
developed in cooperation with repre- 
sentatives of the Liquefied Gas Assn., 
National Retail Furniture Assn., Na- 
tional Radio and Appliance Dealers 
Assn. and the American Gas Assn. 
A special descriptive booklet has 
been made available for distribution 
to L. P. gas distributors and dealer 
organizations. 

Offered as a sales training aid to 
the entire L. P. gas industry, the 
“packages” will be sold approximately 
at cost. Prices are as follows: 1 to 4 
copies—$15 each prepaid; 5 to 9—$12 
each, F.0.B. Chicago; 10 to 49—$1i0 
each, F.0O.B. Chicago, and 50 and over 
—$7.50 each, F.O.B. Chicago. Addi- 
tional copies at moderate cost. 

The new film is designed to teach 
L. P. gas range salesmen how to find 
“leads,” develop prospects, sell con- 
vincingly, demonstrate dramatically 
and get orders. Copies will be made 
available on a loan basis to state L. P. 
gas association secretaries, to district 
secretaries to the LPGA, to the Na- 
tional Butane-Propane Assn. and 
other interested organizations within 
the industry for showing at conven- 
tions and meetings. A premiere presen- 
tation was made before the Marketers 
section meeting at the LPGA con- 
vention and trade show in Chicago. 
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(A.G.A. APPROVED) 


AUTOMATIC 


INCINERATOR 


as a year’round load builder 





INCINOR is the only gas- 
fired incinerator offering standard units in 
both 2-bu. and 4-bu. sizes. 


APPROVED BY A.G.A. FOR USE 
WITH LP-GAS 





LP-GAS DEALERS DO WELL 
WITH INCINOR 


Phone, wire or write the fac- 
tory for REASONS WHY. 








Bowser, Inc., Incineration Div. 
CAIRO, ILLINOIS 
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EQUIPMENT 
haa SUPPLY CO. 


127 ELLIS ST. N. E 


ATLANTA, GA. 














Classified advertising is set in 6 point type, without border 
or display, at the rate of 15 cents per word per insertion, 
minimum charge per insertion $3. Box numbers for replies 


count as 5 words. 
and each group of figures. Classified advertising is only | 
accepted when payment accompanies order. 


Count as a word each one letter word 


Copy and 


payment must reach publisher's office prior to 10th of ~ 


month p 
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HELP WANTED 


BUSINESS OPPORTUNITIES OFFERED—Cont. | 





OIL INDUSTRY EMPLOYMENT SERV- 
ice, 405 Tulom: Bldg., Tulsa, Okla. 4-5974. 
Tom Robinsoa, Mgr. For technical and 
trained LPG personnel. No fees. 


EXPERIENCED SERVICE AND _IN- 
STALLATION man. Permanent. Truck 
and tools furnished. State experience, age 
and other qualifications. Box 831, Jackson, 


Calif. 





SITUATIONS WANTED 
15 YEARS OF GAS DISTRIBUTION 


and. Utilization experience. Experience has 
included management and sales. Would 
consider traveling as sales and _ service 
representative. Write Box 755, BuTANE- 
PROPANE News, 198 So. Alvarado, Los An- 
geles, Calif. 


10 YEARS EXPERIENCE LP BUSINESS. 
7 Years general management retail busi- 
ness. Present employment manager in mid- 
south. Desire move to Florida or Georgia. 
References. Box 770, BuTANE-PROPANE 
News, 198 So. Alvarado, Los Angeles, Calif. 


WANT SUPERVISORY POSITION WITH 
option for future working interest in sound 
LPG firm. Ten years with same large 
company and experienced all phases bulk 
plant operation. Last six years general man- 
ager 1,000 account operation. Have excel- 
lent employee and customer relationship. 
Desire greater responsibility with Florida 
location preferred. Write Box 775, BuTANE- 
Propane News, 198 So. Alvarado, Los An- 
geles, Calif. 





high level. Consists of 3 propane trucks, 
2 delivery trucks, 1 service truck, several 
hundred cylinders and 500 paying custom- 
ers. Warehouse, office space. Will sell with 
or without an inventory. Worth the money. 
Owner wishes to leave state. For details 
write Box 780, BUTANE-PROPANE News, 198 
So. Alvarado, Los Angeles, Calif. 


BUTANE PROPANE BOTTLED GAS 
businesses for sale. Includes 5 bulk plants 
with stores in 8 different towns in best 
territory in Arkansas. All late model plants, 
trucks, etc. Will sell all together or sep- 
arately. Total sales for all locations in ex- 
cess of one million dollars per year, selling 
million and half gallons gas per year with 
7c gross margin on tank gas. Over 2,000 
customers. The appliance business is the 
money maker in this business, selling 1,500 
ranges per year. No real estate for sale, but 
all locations are leased attractive rental. 
Excellent summer business from irrigation 
pumps and tractors. First time offered for 
sale. 1/3 down, balance 5 years. Write Box 
785, BUTANE-PROPANE News, 198 So. Alvar- 
ado, Los Angeles, Calif. 


SPECIALIZING IN THE SALE OF LP > 
GAS distributorships, we have available 7 
choice Florida and SE operations. Write 
indicating type preference, location and — 
proposed investment. Edw. R. Goudie, | 


Dept. BPN, Box 1133, Palm Beach, Fla. 





BUSINESS OPPORTUNITIES WANTED 





BUSINESS OPPORTUNITIES OFFERED 
OFFERING FOR SALE PROFITABLE 


and well established propane business. 
Located in middle-west in an_ irrigated 
valley where trucks and tractors burn pro- 
pane and new housing construction is at a 
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WISCONSIN MANUFACTURER’S 
agent offers first class sales representation 
on a long term basis to reputable manufac- 
turers of LP gas equipment. Ray M. Cor- 
don, 3245 S. Lenox St., Milwaukee 7, Wis- 


consin. 
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